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When they “cross the border” 


back into civilian life... 


they'll remember New England Mutual! 





HESE men, who have 
gf ee! the gratitude of us 
all, have also earned certain 
privileges in civilian life, 
which they are naturally in- 
terested in learning about. 

The day the Servicemen’s Readjustment Act of 
1944 became law, New England Mutual revised 
its booklet, “Information for Demobilized 
Veterans,’’ to include the highlights of this 
“G. I. Bill of Rights.” 

The booklet was offered in 5 million copies of 
the ad at the left, which also advised the veteran 
MO oe o “‘hold on to your National Service Life In- 
surance.”’ 

Thousands of requests for the booklet have 
: mean been received, many of them accompanied by 

—s notes of appreciation from servicemen in combat 
New England leak: theatres all over the world. 
wi fr Oo The following typical letters show why they'll 
g typical letters sho ~y they 


remember New England Mutual: 


Barres nye hed Ms ere se 
Yon Fie Myla Ga cain tomer a: 











From a soldier in a hospital: From another ex-serviceman: 


“I am looking forward to my return to civilian life and I think your "You help build up our morale, those of us washed out by disabilities.” 


interest in offering this booklet is a grand and human idea.”’ : : 
ffering 8 From a veteran of six years in the Army: 


“You seem to understand as, seemingly, few others do, the need for a 


From a discharged veteran: 
service of this kind, as the average soldier who has been in any length of 


ba: iat Jy swell book and the thought that motivated 
en eT ae eee silanes time really doesn't know what it is all about at first [on getting out] 


you in publishing and distributing it to ex-servicemen.” oe 
. Assuring you I am a booster for your company... 


From a corporal awaiting overseas orders: From a soldier in France: 
“This is a great service you offer, and one that should benefit many “I'LL be looking for an insurance company when I get back to civilian 


thousands of Army men. You deserve our sincere gratitude.” life, so I'll just remember the New England Mutual." 


New England Mutual 


Lye Insurance Company (sa of Boston 








George Willard Smith, President Agencies in Principal Cities Coast to Coast 
The First Mutual Life Insurance Company Chartered in America—1835 
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The Seed of 
VICTORY... 


Luring the next six 
weeks, our field force 
will distribute a mil- 
lion and a half packets 
of free garden seed... 
provided by the Com- 
pany. ..in support of 
the nation’s plan to 
“erow more food for 
Victory.” 
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Natl TIQNAL LIFE 


ne 
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NATIONAL 
LIFE AND 
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Each U.C. agent’s “best prospects” 
receive pre-approach material 
like this every month 


... from the home office 





Month after month, Union Central provides timely 
material to benefit agents and interest prospective pol- 
icyholders. Each mailing piece describes a situation 
vital to every man and woman with responsibilities and 


problems that insurance can solve. 


The best prospects of every U. C. agent receive these 
goodwill builders direct from the home office. They 
It’s part of the 
program for 1945 to cooperate with U. C. agents to the 


carry the agents’ name and address. 


fullest extent. Just one more reason why Union Cen- 


tral is thought of as “an agents’ company.” 


THE UNION CENTRAL 
LIFE INSURANCE COMPANY 


CINCINNATI, OHIO 


Over $500,000,000 in Assets 
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Ask Insurers to 
Refrain from U. S. 
Bond Switching 


LILA. and A.L.C. Sup- 
port Treasury Request 
to Hold Old Issues 


NEW YORK — Investment depart- 
ments of life insurance companies are 
necessarily having to give more and 
more attention to the management of 
their government bond portfolios. At 
the end of 1944 it is estimated govern- 
ment bond holdings :constituted about 
30% of assets of the life companies and 
that ratio will certainly go up several 
notches this year. 

The traditional insurance company pol- 
icy as to government. bond diversifica- 
tion is to try to hold about an even 
percentage in each of the categories. In 
that way maturities come along at ¥rez- 
ular intervals and in uniform amounts. 
In this way the company gets an even 
distribution of government securities 
and if there is a change in coupons over 
the years it averages out nicely. | 

There is also the consideration that 
should a period of demoralization set in 
and the market for government bonds 
fall below par the company won't be 
tied up with a load of bonds of distant 
maturity and thus be unable to capi- 
talize on the opportunity to improve the 
yield by making investments at the then 
current levels. : 

Now, however, due to the great in- 
crease in government bond purchases 
during the war period the customary 
balance in government bond portfolios 
has been badly upset. For instance, as 
an example, one company has about 
50% of its government bonds in ma- 
turities longer than 15 years. 


Maturities Are Announced 


The seventh war loan is coming up 
and just this week the maturities have 
been announced. Previously the cou- 
pons had been revealed and it was 


‘ rumored that the maturities would run 


about three years longer than previous 
issues. However, the increase in matur- 
ities was less than that. 

The 344% bonds will mature June 15, 
1972 and may be redeemed at the option 
of the United States on and after June 
15, 1967. The 2%’s of the sixth war loan 
mature in 1971, and optionally in 1966. 

The 2%4’s will mature June 15, 1962, 
and optionally in 1959. There have been 
no 2%4’s since the fourth loan. Those 
mature September, 1959, and optionally 
in 1956. 

There will be no 10 year 2’s that were 
so popular in the sixth war loan. 

There will be an issue of 114’s to ma- 
ture Dec. 15, 1950. There have been 
no 1%’s for some time. In the sixth 
_ there were 114’s maturing Sept. 15, 

947, 


Market Performance Sensational 


The market performance since the 
books closed in the sixth war loan drive 
has been phenomenal and a sensation 
to those who watch the movement of 
the government bond market i in 1/32nds 
of points. The sixth war loan issues are 
already selling at a premium of two 
Points and better. That creates a very 
real temptation, as the seventh war loan 
approaches, to sell the sixth and prior 
War loan issues and double up on pur- 
chases in the seventh war loan at par. 

(CONTINUED ON PAGE 10) 


Whitsitt, L.LA. 


Manager, Dies 


NEW YORK—Vincent P. Whitsitt, 
manager of Life Insurance Association 
of America, died at his home at Scars- 
dale, N. Y., after an illness of several 
months. He was 53 years old. His 
wife, Mrs. Edna Rutherford Whitsitt, 
survives him. 

Mr. Whitsitt had been 
with the association 25 years. 


connected 
He was 


~ ~ 





NT P. WHITSITT 


VINCEN 


elected assistant secretary in 1922 and 
later served successively as attorney, 
general counsel, and assistant manager 
and general counsel. He became man- 
ager-and general counsel in 1934. 
Mr. Whitsitt was born at Salem, 
Ind., in 1891 and was educated at De- 
Pauw University and Columbia Law 
school. He entered the army as a 
private in 1917 and was discharged in 
1919 with the rank of captain. He was 
admitted to the New York bar in 1920, 
the year he went with the association. 


Had Statistical Experience 
Familiarity with statistical work in 
addition to legal training, plus the fa- 


vorable impression he made on Man- 
ager George Wight, were mainly re- 


sponsible for Mr. Whitsitt’s going with 
the association in 1920. For the alter- 
nate years when legislative work was 
heavy the association made a practice 
of taking on several just-graduated 
alumni of Columbia University law 
school on a temporary. basis. Mr. 
Whitsitt was one of the applicants wait- 
ing to be interviewed. He not only 
towered above the others physically, be- 
ing well over six feet tall, but was con- 
siderably more mature than the average 
law school graduate, having not only 
served in the army but spent a couple 
of years teaching school and doing 
statistical work for a prison association. 

Mr. Wight explained that while the 
jobs the applicants were there for were 
temporary, he had in mind a permanent 
position calling for a lawyer who knew 
something about statistics. The job 
would become in time an executive one 
with good prospects of advancement. 
Mr. Whitsitt asked if it would be all 
right if he delayed taking the job for 
a month or so so he could go back to 
Indiana and visit his parents. This was 
satisfactory and he started work in 
August. 


Trained by’ Dunham and Smith” 


Under F. G. Dunham, counsel, who 
later went ;to Metropolitan Life, and 
Actuary Géorge, Willard Smith, now 
president of New England Mutual, Mr. 


Whitsitt got a good grounding in life 
statistics. 


insurance law and He. was 


Strong Plea for 
Independent Agent 


WASHINGTON—Without the per- 
sistence and resourcefulness of the in- 
dependent agent, 
there would be lit- 
tle life insurance in 
force today with 
the ordinary com- 
panies, Dudley 
Dowell, vice-presi- 
dent New York 
Life, declared be- 
fore the District of 
Columbia Life Un- 
derwriters Associa- 





tion in setting 
forth the advan- 
tages of the inde- 
pecemi preter Dudley Dowell 
mented by salary payments to new 
agents. Although both the employe- 


salary and independent agent systems 
have their strong points, there is room 
for both systems, he pointed out ex- 
pressing the hope that for the good of 
the business the question will never be 
settled uniformly by the industry. 

“If experience in life insurance dis- 
tribution has proved anything, it is that 
salesmen defy standardization. Yet 
some in management continue to dream 
about systems where men will fit sell- 
ing jobs as nuts fit bolts,” Mr. Dowell 
observed. 


Individuality All Important 


“If there ever was a job calling for 
the highest development of the individ- 
ual, it is a career in life underwriting. 
The dignity of the individual persona- 
ality constitutes our greatest single ap- 
peal to the best type of future repre- 
sentation in our business. Successful 
agents would not remain long in the 
business if there was a tendency to 
make them conform to a pattern, to 
mechanize them no matter how efficient. 

“It has been said that the independent 
contract system is largely geared for 
the unusual rather than the average 
agent. Those who prefer the employe 
status would reorganize our methods so 
that greater control could be exercised 
over the below-average or marginal 
agents. But is the future of our busi- 
ness going to depend upon recrufting 
and maintaining below- ~average men? 
The whole trend has been in the oppo- 
site direction. There is something of 
the ‘prima donna’ in every successful 
salesman, and no ‘prima donna’ wants 
to be standardized. We want above- 
average men in our business, not just 
average, or below-average men.” 

Proponents of the employe-salary 
status for agents contend that under 


always a willing worker and never 
frowned when an extra unexpected task 
came his way. He developed into a 
good executive, with the ability to han- 
dle half a dozen things at once without 
becoming flurried. His ability to think 
and act quickly was demonstrated when 
Mr. Wight was stricken with coronary 
thrombosis while in his office. Mr. 
Whitsitt had @# doctor there within five 
minutes and Mr. Wight, who retired 
following the attack, gives Mr. Whitsitt 
credit for saving his life by his prompt- 
ness. 

Mr. Whitsitt kept in close touch with 
his fellow-alumni of DePauw and his 
fraternity brothers in Sigma Chi. Many 
of his closest ,friends were DePauw 
men living in the New York area. His 
hobbies were golf and dogs. Each 
Armistice Day. he played golf with a 
group of his friends from his army 
aviation days. He often attended dog 
shows and had two dogs of his own. 


their system the marginal agent will be 
eliminated and no more of them will be 
brought into the business,’ Mr. Dowell 
pointed out. However, a distinction 
must be drawn between the new agent 
and the established agent. “We would 
benefit from adopting the employe-sal- 
ary status for new agents, as this would 
put the emphasis upon selecting better 
qualified new men. There would be 
less wholesale recruiting. But I firmly 
believe that the employe-salary status 
should be confined to a limited appren- 
ticeship period. I certainly do not be- 
lieve that a permanent employe-salary 
arrangement will solve the problem of 
weeding out the unqualified man.” 

The employe-salary status for-the es- 
tablished agent would tend to freeze 
the marginal agent into the business, 
Mr. Dowell contended. 


Cites Automobile Industry 


The automobile industry faced a 
similar problem a few years ago when 
every back-alley garage and one-man 
repair shop held a dealer’s contract. 
After considerable study it was decided 
not to establish more than one dealer- 
ship in an area to make certain that 
dealers would have an adequate mar- 
ket to become successful business men. 
Substantial operators with capital and 
know-how were ‘established in these 
markets and automobile distribution 
was reduced to a sound business opera- 
tion. 

If the automobile companies had fol- 
lowed the advocates of employe-salary 
status, they would have stepped in and 
either subsidized the thousands of small, 
inefficient and uneconomic garages by 
loans or by other means, or else they 
would have bought them outright and 
put the garage owners and salesmen on 
salaries. 

“T think you will agree that if the 
automobile companies had taken that 
course, they would have landed a long 
way from a solution to their problems, 
and the price you and I might pay. for 
an automobile after the war would cer- 
tainly reflect some mismanagement. As 
I see it, we should approach our prob- 
lem in somewhat the same way as the 


automobile business approached its 
problem several years ago,’ Mr. Dowell 
declared. 


The most frequent criticism of the 
b andeautlae iit cond ON PAGE de 


Ask Reelection of 
Webster as Trustee 


The Pittsburgh Life Underwriters’ 
Association and Pennsylvania State As- 
sociation of Life Underwriters are spon- 
soring the candidacy of Steacy E. 
Webster for reelection to the office of 
trustee of the National Association of 
Life Underwriters. They have adopted 





resolutions endorsing Mr. Webster’s 
candidacy. 

Mr. Webster has spent his entire 24 
business years in.the life insurance 


business with Provident Mutual, first 
at Harrisburg, later at York, Pa., and 
since 1929 at Pittsburgh as general 
agent. 

He is a former president of the York, 
Pittsburgh and Pennsylvania state as- 
sociations and of the General Agents 
& Managers Association in Pittsburgh. 

During his two-year term as_a trus- 
tee of N.A.L.U. he has served as chair- 
man of the general agents and man- 
agers committee and chairman of the 
committee on life insurance informa- 
tion. 








HAeNATIONAL UNDERWRITER 


April 6, 1945 








=x 


Life Sales and Insurance in Force in Four States and D. C. at Dec. 31, 1944 





ARKANSAS 





Figures are ordinary unless designated (G) 


for group or (I) for industrial. 


New 
pha: 
Aetna LAD i cs aces 4,839,668 
(G) 2,064,683 
Alliance Life ........ 43,930 
Amer. Home, D. C. (I) 82,246 
Amer. Life, Ala....(I) 441,666 
Amer. National....... 1,384,777 
(1) 2,962,256 
American United...... 350,733 
Oty. [decece 
ps) ie) ae ys 113,562 
Business Men’s Assur. 629,246 
Columbian National... 39,976 
(G 190,500 
Conn, General ....... 47,090 
Conserv. Life, W. Va 69,446 
Equitable Society..... 1,946,438 
G 2,714,540 
Expressmen’s Mutual. 20,033 
Farmers & Bankers... 1,388,390 
Federal Life ......... 52,585 
Fidelity Mutual....... 208,109 
Franklin Life......... 103,944 
G) 2,500 
General American,.... 781,800 
(G) 789,322 
Guaranty Income..... 115,608 
Guardian, N. Y...... ° 839,230 
Illinois Bankers...... 139,378 
Industrial L. & H..(1) 2,095,975 
Interstate L. & A.... 45,302 
(I) 3,808,746 
Jefferson Standard.... 635,518 
John Hancock Mut... 1,123,802 
(G) 607,245 
(I) 35,619 
Kansas City Life..... 697,649 
(G) 1,200 
Lamar Life ......... 611,182 
Liberty National...... 5,117 
qa 1,317 
Life & Cas., Tenn.... 1,562,669 
(I) 5,509,896 
Lincoln National..... ° 2,615,452 
G) 113,105 
Mass. Protective...... 87,412 
Metropolitan Life .... 5,254,110 
(G) 6,433,000 
(I) 2,586,083 
Mutual Life, N. Y.... 1,534,483 
Mutual Savings, Mo... 72,506 
ot Le 
Natl. Burial, Tenn. (1) 99,738 
National Equity, Ark, 1,614,057 
National Life, Okla... 1,740,550 
National Life & Acci.. 1,458,670 
bs : 45,000 

197, 
National Life, Vt. , suibee 
National Old Line. 378,909 
New York Life...... ° 3,768,407 
Northwestern Mut.. Satlese 

Northwestern Nat..... 569,62 
: GURP: ie Niece 
Occidental, Cal....... 548, 750 
MOOD es aigecurs 
Old Republic Credit... 599,931 
Pacific Mutual........ 333,280 
Pan-American ....... 329,862 


Paul Revere ........, 
Penn Mutual ..... 2 
Phoenix Mutual ete} 









Provident L. & A.... 119°300 
G 
Pradential ........ . id neotase 
(G) 20,747,466 
Pyramid, Ark........ : ,696:S60 
Pyramid, Kan......_! 124,450 
Reliable Life ........ 609,058 
I) 7,552, 
Reliance Life ..... = ise oa 
Reserve Life, Tex..." 830,478 
Reserve Loan Life. 383,211 
(@) 156,307 
Security L. & A., Col.. rate 
Security L. & T, N.C. —-318'857 
Security Mutual, N’ Y. 179,581 
State Life, Ind 32,382 
Sun Life, Can......." 46,295 
Travelers”... sce. 5s be he} 
1,793, 
Union Central........ ore aH 
Union Life, Ark. 5,188,208 
1D) og 
United Benefit op gel 
Universal, Tenn.._: 224,148 
4 (I) 2,807, 
Washington Natl...... pean 
I 
World ‘sadistic: TH Seave 
G 860, 
Total—Ordinary..... 56,629, th 
Total—Industrial. 33,140,167 
Total—Group ...... 38,925,679 


Total All Lines. + 128,696,118 


In Force 
$ 


45,048,082 
6,688,207 
673,995 
275,031 
209,218 


27, 152, 758 
6,539,200 
414,070 
3,375,239 
708,938 
3,309,938 
668,382 
5,100 
8,816,332 
2,587,118 
275,370 
10,072,122 
2,283,910 
1,424,629 
456,812 
6,032,233 
7,067,652 
13,665,629 
1,165,715 
188,075 
5,400,317 
20,200 
5,069,113 
200,113 
21,722 
7,294,464 
21,524,764 
14,073,793 
949,710 
785,984 
48,974,878 
18,767,903 
29,330,741 
28,985,657 
6,513,277 
321,250 
496,550 
9,819,834 
3,201,250 
9,508,072 
281,300 
17,782,963 
94,848 
4,206,342 
60,345,697 


546,716 
15,735,813 
919,620 
448,072 
1,810,250 
15,872,186 
14,382,625 
1,174,277 
11,663,881 


12,604,801 
20,042,586 


469, 778, 863 
103,815,385 

63,160,745 
636,754,993 





CONNECTICUT 





Acacia Mutual........ 2 
Aetna Life ....... cere 6a3c7ie 
(G) 27,299, 
Bankers, Ia....... G) ae aes 
Bankers National..... 1,658,001 
TROTESRING 96:0 css eic cic 647,152 
Colonial Life, N. J.... 196,368 
(1) 82,354 
Columbian National... 1,247,719 
(G eccece 
(I) pies 
Conn, General....... ie. * 330, 321 


2,469,665 
72,761,594 
88,062,088 

992,859 
13,265,883 
6,933,163 
781,723 
848,003 

6,670,832 

eee 


920 0,726 


(G) 43, 163, 359 110/582, 999 


Conn. Mutual 
Continental American. 
Continental Assurance. 

(G 


Cretitins 2 cccrvecscess 


Cuna Mutual 


Equitable Society..... 
(G) 


Equitable Life, Ia.... 
Expressmen’s Mutual.. 
Farm Bureau, O...... 
Farmers & Traders... 
Federal Life & Cas.. 
Fidelity Mutual., 
Guardian, N. Y....... 
Home Life, N. Y..... 
John Hancock 


(G) 
(I) 
Lincoln National...... 
(G) 
Loyal Protective...... 
Mass. Mutual ........ 
Mass. Protective...... 
Metropolitan Life..... 
(G) 
(I) 
Monarch Life........ 
Morris Plan ......... 
(G) 


Mutual Benefit, N. J.. 
Mutual Life, N. Y.... 
Mutual Trust 
National Life, Vt..... 
New England Mutual. 
New York Life....... 
Northwestern Mutual. 
Paul Revere 
Penn Mutual 
Phoenix Mutual 
Provident Mutual .... 
Prudential 


Puritan 
State Mutual . 
Sun Life, Md....... 





(I) 
Sun Life, Canada..... 
(G) 


Travelers ..cccccccece 
(G) 
Union Central........ 
Union Labor ........ ° 
(G) 


Union Mutual 
United Benefit Life... 
United Life & Acci... 
United States Life... 
Washington National. 


(G) 
Conn, Sav. Bk. Fund. 
( 
Total—Ordinary..... 
Total—Industrial.... 
Total—Group 
Total—All Lines.... 


New 

— In _ 
4,642,775 49,028,649 
51,699 414,360 
1,042,428 4,548,510 
15,193 1,399,665 
386,805 193,302 
158,343 78,422 
20,500 32,000 
38,122 627,496 
2,758,856 38,890,549 
21,396,136 45,929,176 
387,413 8,535,441 
3,011 1,544 
598,060 1,084,689 
189,917 304,066 
59,000 246,500 
1,333,031 16,105,334 
1,178,235 5,064,269 
464,900 5,296,332 
27,358,889 198,782,115 
5,235,037 10,490,996 
13,702,337 156,531,048 
4,151,326 16,271,310 
1,000 16,000 
3,000 33,579 
3,914,601 42,849,755 
59,716 877,730 
29,417,132 447,137,027 
45,096,300 108,879,376 
16,045,853 238,663,264 
1,649,689 5,415,332 
502,170 502,170 
1,058,468 656,240 
3,027,687 39,262,167 
2,559,909 46,284,949 
1,952,001 26,575,074 
2,816,599 14,867,362 
6,171,558 50,010,720 
2,583,187 53,694,244 
5,132,566 72,136,142 
104,684 751,749 
1,265,728 ~ 25,985,652 
4,620,725 64,318,517 
2,543,420 22,034,522 
23,143,339 233,932,849 
5,292,803 29,913,853 
10,842,059 184,216,701 
80,085 717,488 
2,404,547 18,062,033 
sb 30,000 
sates 22,000 
a; 468, 784 23,355,931 
2,423,562 4,991,975 
7,880,212 116,573,651 
58,154,178 142,852,049 
1,138,252 17,141,947 
13,030 477,112 
2,149,100 2,557,700 
171,097 871,304 
441,494 1,848,214 
2,013,187 16,820,760 
116,740 970,173 
29,568 372,102 
1,725 5,429 
1,207,388 3,410,825 
811,500 38,000 


168,715,543 1,885,972,531 

40, 672, 603 580,281,272 
212,982,872 548,861,075 
422,371,018 3,015,114,878 





DISTRICT OF COLUMBIA 





Acacia Mutual........ 
(G 
Aetna Life .......... 


American Home 
Mutual, D. C.....(I) 
American National... 
. 


American Standard... 
(G 


All States Life....... 
Atlantic Life........ ° 
Baltimore Life ....... 


( 
Bankers Life, Ia..... 
Bankers Natl. Life... 
Berkshire Life 
Business Men’s Assur. 
Cap. Cy. Life, D. C.(I) 
Columbian Nat’l Life. 

I) 


Columbus Mutual..... 
Conn. General........ 


Conn. Mutual 
Conserv. Life, W. Va.. 
Continental Amer..... 
Continental Life, D. C. 
I 


) 

Continental Assur..... 
G 

Credit Life ..ccccceee 


Eastern Life ........ 
Empire State Mut.... 
Equitable Life, D. C... 


Equitable Life, Ia..... 
Equitable Society..... 


( 
Eureka Maryland..... 
(G 


(I) 
Expressmen’s Mut.... 
Farm Bureau, O.. 
Federal Life & Cas. 


(1) 
Federal Life, D. C. (I) 
Fidelity Mut. Life.... 
General American..... 

G 


(G) 
Great National....(G) 
Great Northern ....... 
Guardian Life, N. Y... 
Home Beneficial Life. 


4,949,463 46,775,935 
60,466 1,034,833 
1,787,845 1,348,138 
16,434,250 18,015,500 
©461,722 704,706 
275,612 950,151 
712,820 2,337,922 
1,000 318,773 
63,500 1,313,700 
445,250 1,638,100 
145,318 3,513,075 
58,500 348,484 
447,749 3,163,367 
183,914 6,292,949 
88,456 639,579 
884,246 4,470,879 
144,622 528,078 
646,186 1,887,148 
288,182 1,491,905 
eesces 3 
89,300 1,473,835 
1,353,552 5,746,762 
4,968,190 11,160,590 
716,560 12,251,345 
69,326 197,057 
196,165 1,415,500 
464,901 1,722,662 
2,181,171 6,419,957 
935,622 5,521,384 
35,000 728,250 
49,086 24,543 
359,923 252,562 
10,000 260,998 
85,800 85,800 
1,620,324 9,521,659 
95,0 463,250 
1,807,238 14,540,547 
226,974 3,381,695 
2,372,812 31,640,948 
39,165,042 48,408,326 
318,984 2,105,122 
76,534 378,361 
1,021,080 4,902,824 
41,55 275,806 
163,455 726,461 
1,000 5,500 
cove 256,342 
896,118 erccee 
1,353,707 7,375,514 
21,500 2,677,699 
102,763 277,779 
477,673 1,672,467 
1,0 22,858 
1,054,423 4,541,344 
688,046 3,326,716 
5,699,459 9,662,650 





New 
as wee 
Home Friendly ...... 12,014 
I) 503,136 
Home Life, N. Y...... 1,102,029 
Illinois Bankers Life.. 135 
Jefferson Standard.... 673,774 
John Hancock........ 2,458,984 
(G) 1,517,920 
(I) 155,581 
Kansas City Life...... 55,972 
Life & Cas., Tenn... 186,786 
( 1,012,455 
Life of Virginia....... 1,510,953 
(G) 11,000 
(1) 1,515,016 
Lincoln National...... 3,671,285 
(G) 955,292 
Lutheran Mutual..... 43,463 
Maryland Life.. ks 13,500 
Massachusetts Mutual. 3,725,838 
Massachusetts Protect. 55,408 
Metropolitan Life..... 8,351,771 


(G) 12,522,800 


(I) 3,761,151 
Minnesota Mutual..... 722,402 
(G) 232,281 
Monarch Life......... 44,728 
Monumental Life...... 561,750 
(I) 495,848 
Morris Plan ......-.-. 861,525 
Mutual Benefit Life. 690,539 
Mutual Life, N. Y. 1,876,708 
National Life, Vt...... 872,236 
Nat. Masonic Provid’t sooe 
New England Mutual. 4,365,124 
New York Life....... 3,207,662 
North Carolina Mut... 695,500 
Northwestern Mut... 1,305,044 
I) 1,206,276 
Northwestern Nat.... 261,238 
Occidental Life, os 586,772 
Ohio National........ 283,104 


Old Republic Credit.. 2,669,400 


Pacific Mut. Life...... 687,027 
Pan-American ....... 91,406 
Paul Revere Life..... 58,564 
Penn Mutual ....... oe 1,595,189 
Phoenix Mutual....... 722,140 
Pilot Life ..cccccccces 156,377 
Progres. Quaker bah (I) 1,647,635 
Protective Life. 16,500 
(@) cree 
Provident L. & A. 96,855 
(G) 3,000 
Prov. Life, D. C...(I) 1,144,965 
Provident Mut. ...... 1,769,027 
Prudential ...-sceseee 8,817,118 
(G) 1,374,718 
(I) 2,061,595 
Reliance Life ........ 1,223,028 
Security Mut., N. Y.. 77,244 
Shenandoah Life...... 818,450 
42,250 


Southern Aid Society.. 

(I) 
State Farm Life.... 
State Mut. Life...... 
Sun Life, Canada..... 


Sun Life, Md...... 





Superior Life...... (I) 
Supreme Liberty Life. 154,605 
(I) 1,020,942 
Travelers ........ 1,431,387 
6,344,079 
Union Labor Life..... 6 
) 92,600 
Union Mut. Life...... 138,895 
United Benefit Life... 999,819 
United Services Life.. 150,625 
United States Life.... 345,843 
(G) 1,014,300 
Union Central Life... 441,647 
United Life & Acci... 38,418 
Victory Mut. Life..... 94,800 
Virginia L. & Cas.... 57,850 
(1) 108,061 
Washington National.. 159,648 
(1) 1,273,585 
Total, Ordinary..... 86,000,134 
Total, Industrial.... 83,629,828 
Total, Group....... 86,251,364 
Total, All Lines.... 


In Force 


$ 
41,014 
1,942,874 
14,399,536 
876,822 
5,954,149 
17,099,417 


28,884,241 
317,530 
111,480,382 
37,462,229 
72,407,243 
1,805,834 


23, 056, 634 

32,666,556 

6,789,985 
2,5 


500 
20,750,253 
59,089,065 

2,733,788 
44,570,423 


2, 306, 239 
10,183,081 
98,880,147 

4,556,382 
35,381,555 
10,737,038 


12,103,409 
589,903 
5,060,312 
11,823,983 
1,002,225 
538,185 
2,261,935 
23,394,998 
12,953,614 


838, 349,589 
399,862,001 
115,512,753 


255,881,326 1,353,724,343 





MAINE 





Aetna. Life ...22-05-- 290,366 
(G) 4,555,750 
Berkshire: 2c ciccvcce 400,961 
Boston Mutual ....... 282,847 
(1) 681,067 
Columbian Natl....... 112,648 
Conn. General ....... 668,982 
(G) 667,152 
Conn. Mutual ........ 678,464 
Cont. Assur. ........- 222,730 
Credit Life .......... 173,448 
Equitable, Ia......... 364,059 
Equitable Society .... 2,162,294 
(G) 447,188 
Expressman’s Mut..... 1,000 
Farmers & yee 88,483 
Federal Life & oe 288,000 
Fidelity Mut..... ar 
Home, N. Y..... 


John Hancock ... 






Lincoln National...... 
Loyal Protective...... 
Maine Indemnity. 
Mass. Mutual 
Mass. Protective 
Metropolitan 


Monarch. .ccccccccece 
Mutual Benefit 
Mutual Life ... 
Mutual Trust 
National, Vt. 


836,575 
2,229,768 


wees eeee 


New England Mut... 


5,983,391 


Hoty 138 


34, 698, 882 
7,632,620 
19,261,886 


17,273, 621 
531,714 
107,942,591 
27,738,750 
74,536,847 
1,019,397 
12,976,993 
22,863,160 


19, 346, 625 

















New 

— In Force 
New York Life....... 4,558,291 55,190,024 
Northwestern Mut 2,356,471 25,370,723 
Paul Revere ..... 38,844 363,777 
Penn Mattel .cvesces 817,806 12,061,077 
Phoenix Mutual ...... 1,600,538 10,490,666 
Provident Mutual..... 451,653 7,380,693 
Prudential ........... 6,591,708 57,344,619 
(G) 851,020 1,638,923 
(1) 3,305,400 46,189,700 
Security Mut., N. Y.. 89,381 1,609,357 
BEAte BTGCUAl ces ccnisss's 924,529 7,123,056 
Sun Life, Canada..... 1,733,174 16,478,151 
(G) 485,823 1,605,478 
VOMGROEN 3 oo siccee sous os 1,234,461 16,475,741 
(G) 3,630,874 15,420,229 
Union Central ios. seas 259,577 5,241,696 
United Benefit ....... 1,351,518 2,276,083 
United Life & Acci... 107,485 1,356,246 

Washington DOE ct... cannes 30,500 
Union Mutual ........ 2,059,667 12,889, ise 
(G) 1,233,500 . 112, 500 
Total, Ordinary..... 51,334,362 518,812,423 
WOM, GlOUD —o y'ec-c ss 20,608,280 61,929,029 
Total, Industrial.... 12,539,686 143,771,859 
Total, All Classes... 84,482,348 724,513,311 
Mote THe vicsivices 2,374,615 24,842,747 
(G) 28,622,470 42,851,248 
Acacia, Mut. ...660.% . 180,034 2,140,088 
(ae CONOR EARS es Siceces 382,686 
CR) . Me eke 1,771,578 
Am. Hosp. & Life.... 12,954 12,954 
Amer, Life, Ala...... 239,500 864,338 
(I) 3,918,803 6,326,028 
ee.” TER os eieeeces eras 1,879,802 8,535,353 
: (1) 6,479,612 19,263,080 
Am, United Life...... 1,784,132 753,586 
; 71,815 753,300 
Atianta: Life: eis... ‘ 237,699 1,221,744 
Atlantic Life ....... ° 1,011,841 5,673,851 
Bankers Life, Ia...... 883,463 10,095,601 
(G) 244,985 795,551 
Bus. Men’s Assur.... 1,470,841 4,476,567 
G 1,080,000 702,000 
Columbian Mut, ..... 386,750 4,644,398 
Commonwealth Life.. 2,391,027 12,834,331 
CE e639 Sonoran. 28,000 
(I) 3, 078, 190 15,157,964 
Connecticut General.. 675,602 3,956,318 
G 146,646 136,224 
Conn. Mutual. 2,156,218 15,371,920 
Conserv. Life Ww. "Va.. 346,505 1,370,189 
Continental Assur. 120,218 564,464 
( 3) 3,749,800 9,502,650 
Cosmopolitan Life.... 127,024 170,624 
i. (I) 5,975,000 24,396,740 
Credit Life........ ) 385,999 9,954 
Equitable Society..... 3,994,420 48,731,891 
(G) 8,029,113 24,161,578 
BWQuitable, Fa...<.0.6.0. 0:0: 853,216 6,033,841 
Expressmens Mut..... 63,004 766,071 
Federal Life & Cas... 12,000 42,000 
Fidelity Mutual...... e 346,802 5,271,289 
Franklin Life......... 342,138 4,897,458 
General Am, Life..... 269,700 5,961,054 
(G) 986,201 2,656,206 
Great Northern Life.. 4,000 41,000 
Guardian Life ....... 621,274 4,052,468 
Guarantee Mutual..... 76,238 2,865,242 
Home Beneficial Life. 2,362,127 8,232,094 
(I) 21,503,923 41,730,450 
Indus. Life & H...(I) 18,394,468 31,468,510 
Interstate L. & A..... 528,305 7,527,780 
(G) ce oc08 000 
(I) 20,776,616 45,134,018 
Jefferson Standard.... 1,963,111 21,339,131 
John Hancock........ 1,883,211 11,293,074 
(G) 9,961,487 27,697,155 
(I) 74,671 344,770 
Kansas City Life..... 813,564 6,724,876 
Kentucky Home...... 152,370 2,711,300 
(G) 50,000 673,500 
Lafayette Life........ 263,793 980,900 
(G) 3,500 611,000 
Liberty Life ccs se. 187,183 1,763,693 
Liberty Natl. Life.... 428,910 1,999,163 
(I) 2,901,940 5,745,535 
Life & Casualty...... 5,839,267 32,394,630 
(I) 23,183,395 71,304,053 
Lamar Life ......... . 1,892,739 7,496,577 
Lincoln Natl. Life.... 4,060,195 17,758,486 
(G) 47,500 152,000 
Masa. Mutual)... .é+2: 4,639,127 61,025,772 
Mass. Protective Life. 47,553 775,16 
Metropolitan Life..... 11,735,454 136,597,020 
(G) 32,750,700 81,448,706 
(I) 8,026,107 98,790,872 
Minnesota Mutual..... 1,028,491 6,138,394 
(G) 544,500 629,500 
Mutual Benefit Life... 737,426 17,701,600 
Northwestern Mutual.. 2,748,850 49,954,924 
National Burial....(I) 8,186,424 17,922,891 
National Equity....... 162,024 897,493 
New York Life....... 6,264,078 100,931,987 
Northwestern National 669,376 4,470,41 
(>. _ enme us 10,188,500 
North Carolina Mut... 295,500 1,281,948 
(I 2,868,504 4,711,324 
New England Mut.... 4,692,548 25,759,481 
National L. & A..... 6,824,365 50,787,069 
(G) 845,900 2,639,000 
(I) 14,226,444 79,111,028 
National Life, Vt...... 618,658 5,739,928 
National Life, Ia..... 213,000 729,378 
Old Republic Credit... 2,660,299 2,906,640 
Pacific Mutual Life... 143,776 9,013,886 
Paul Revere Life..... 110,522 634,853 
Penn Mutual Life..... 2,879,679 36,784,419 
Pan-American Life... 335,565 2,657,637 
Provident L. & A.... 4,110,980 16,876,908 
(G) 909,100 13,440,200 
Provident Mutual..... 1,578,088 10,487,630 
Phoenix Mutual...... ; 801,984 12,928,569 
Pilot Life ...... 1,080,596 5,691,683 
Protective Life. 228,858 985,528 
Pradential 2.00 i. cess 4,841,211 63,405,153 
(a) 53,078,988 69,018,978 
(I) 714,623 13,336,652 
Reliance Life ........ 1,426,385 14,710,960 


(CONTINUED ON PAGE 11) 
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Lincoln National 
Files Brief in 
Okla. Tax Case 


WASHINGTON—Appealing from 
the Oklahoma Supreme Court, Lincoln 
National Life has filed brief with the 
U. S. supreme court in litigation with 
Commissioner Read of Oklahoma over 
the 4% premium tax on foreign in- 
surers. Contention is that the Okla- 
homa law violates the 14th amendment 


. to the constitution and denies foreign 


companies equal protection of the laws. 
It is understood important life inter- 
ests have been collaborating in the Lin- 
coln National case, scheduled for 
argument about April 24-26. 

The Oklahoma court sustained the 
tax, discriminatory nature of which is 
admitted, according to the brief. Lin- 
coln National paid the tax under pro- 
test. It says it would be deprived of 
equal protection of the law and of its 
property without due process of law if 
it could not do business in Oklahoma 
or is subjected to the tax. 

The 4% tax was imposed, it was de- 
clared, as a revenue measure; it is not 
a regulatory measure. Nor is it a sub- 
stitute for ad valorem tax upon a for- 
eign company’s personal property. The 
company protests the “attempt” of the 
Oklahoma constitution “to exact as a 
condition on foreign insurance compa- 
nies’ that federal constitutional rights 
be waived. 
and Oklahoma supreme court found the 
state constitutional provision did not 
violate the 14th amendment. 

The point is made that the Okla- 
homa tax law was upheld “even though 
such law operates and applies each year 
after said companies receive their annual 
license to transact business in that 
state.” The law “exacts approximately 
$2,160,000” per year from foreign com- 
panies, Lincoln National says. 

The brief argues that the Supreme 
Court will determine for itself whether, 
in the light of the operation of the 
Oklahoma law, its effect would involve 
violation of the 14th amendment. If 
the tax infringes upon 14th amendment 
guarantees, it is declared it may not 


be validated by claims of waiver under. 


the state constitution, upon entry into 
the state, or by claim of the state’s 
sovereign right to exclude foreign cor- 
porations. 

The operation of the law “effectively 
reveals that the exaction in question is 
a tax, and that such exaction is neither 
a fee nor condition precedent to the per- 


Missive entry of foreign insurance com- 


panies into the state,” the brief declares. 

Counsel contend that a foreign com- 
pany is admitted into the state and put 
on a level with domestic companies “by 
compliance with valid conditions pre- 
cedent.” It is further contended that 
a foreign corporation licensed for one 
year at a time “cannot be required to 
show past compliance” with a tax law 
that violates the constitution, “under the 
guise that the payment of the tax is 
a condition precedent to the renewal of 
its annual license.” 

“Payment of the invalid tax imposed” 
by unconstitutional Oklahoma statutes 
cannot be made a valid condition pre- 
cedent to the issuance of renewal li- 
censes,” it is argued. 

The brief says that if domestic com- 
Panies were subjected to the same law 
“or if the rate of the tax imposed solely 
against foreign insurers resulted in for- 
eign and domestic companies sharing 
fairly equivalent tax burdens, no com- 
plaint would be justified under the equal 
Protection clause.” 

he Oklahoma tax law, however, is 
described as “a form of unconstitutional 
discrimination, the vicious nature of 
which was sensed fully... .” It is sug- 
gested that “if the states can limit the 
Period of admission of foreign incorpo- 
tations to one year at a time, and then, 
a8 a condition precedent to the annual 
readmission, deal arbitrarily with such 
oreign corporations, the guaranties of 
the federal constitution would be 


However, the trial court. 


Expect Extension of Time 
to Convert NSL Policies 


WASHINGTON—Veterans Admin- 
istration officials say there need be no 
undue concern about the possibility of 
having to convert National Service Life 
to ordinary, 20 or 30-payment at the 
end of the original 5-year term. The 
administration has the matter under 
consideration and is expected to make a 
recommendation to Congress to amend 
the NSL law so that the insured will 
not have to convert during the probable 
period of the war emergency. A spe- 
cific recommendation for extension of 
the time limit for conversion for a pe- 
riod of perhaps two or three years may 
be made, rather than for the indefinite 
period covered by the war. 

The earliest date for required conver- 
sion of NSL is Oct. 8, 1945, and that 
only in the case of a few policies. 

The veterans administration expects 
no opposition in Congress and says no 
one need be worried about having to 
convert prematurely. 








avoided.” Under such circumstances, a 
foreign corporation could be within a 
state for many years, but always sub- 
ject to discrimination in favor of do- 
mestic corporations. 

The court should “condemn” the in- 
tent of a state to limit admission of 
foreign corporations to a definite . pe- 
riod, it is argued. The annual license 
requirement is admitted to be “proper 
regulation,” “but we fail to see how 
such requirements can fairly be inter- 
preted as limiting the period of admis- 
sion of foreign insurance companies to 
the period of each annual license.” 
However, “whether foreign corporations 
are admitted into Oklahoma for an in- 
definite period or for one year at a 
time,” the Oklahoma law is declared 
discriminatory in application after li- 
cense is issued, “and cannot constitute 
a valid precedent either to an annual ad- 


Bill Broadening 
Juvenile Writing 
Signed in N.Y. 


NEW YORK—New York §sstate 
agents may now write up to $5,000 life 
insurance on children 4% to 9%, pro- 
vided the coverage does not exceed 25% 
of the amount in force on the life of the 
parent. The bill, signed by Governor 
Dewey April 2, became effective immedi- 
ately and while not as broad as some‘in 
the business would have liked, it widens 
the market for life insurance consider- 
ably for agents. The previous $400 lim- 


itation from ages 24% to 9% con- 
tinues as the limit up to age 


4%. Children ages 0—6 months are elig- 
ible for $100 and for each additional 
year another $100 unit may be added. 

Now as formerly between ages 914 and 
10% $1,100 of life insurance is permit- 
ted and there is an ascending scale in 
$100 units up to 14% and $1,500. Also, 
between ages 914 and 14% there is no 
limit, providing the coverage on the ap- 
plicant is at least twice that desired for 
the child. 

Governor Dewey vetoed the bill both 
in 1944 and 1943 permitting additional 
coverage on children between ages 4%4 
and 91%. The bill last year provided a 
$7,500 maximum and a further stipula- 
tion that the coverage on the parent 
must be at least three times that on the 
child. In a memorandum accompanying 
the 1945 bill, the governor said he ve- 
toed previous bills on the ground such 
legislation would lead to infanticide, 
these objections now being overcome. 
Life companies report that the mortality 
experience among the younger ages has 
been very favorable and no infanticide 
hazard is apparent. 








mission or the renewal of the annual 
license.” 








ciary might live. 


$38,500. 








38 Years a Beneficiary 


At the age of 28 a Pennsylvania banker was insured for 
$10,000, and two years later he increased this by an additional 
$15,000. He died six years later, in 1907. 


On the first policy he had paid eight annual premiums of 
$297.40 each, totaling $2,379.20. His widow, who was the 
beneficiary, received a check for $10,000. On the second 
policy he had paid six annual premiums of $387.90, totaling 
$2,827.40. This policy was payable in twenty guaranteed 
annual installments, plus installments as long as the benefi- 


The beneficiary received twenty annual income checks of 
$750 each, totaling $15,000. Since the insurance provided 
continued similar annual income, these checks went to her 
for eighteen more years for a second total of $13,500. In all, 
on this one policy, there was paid to her a grand total of 


The beneficiary who had been widowed at age 31, received 
annual income for 38 years when she died at the age of 69. 
Thus these two policies of insurance paid out $33,793.40 
more than the banker had paid in premiums. 


oe .|° 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 














lente 2% Tax Bill 
Signed by Governor 


Life Premium Tax Cut— 
Bill in Oklahoma—Other 
States Act 


DES MOINES—Iowa’s 2% level 
premium tax bill has been signed by the 
governor and is now in effect. As finally 
passed it exempted county mutuals, fra- 
ternals, and nonprofit hospital and medi- 
cal associations. The senate attached an 
amendment exempting the county mu- 
tuals, the house accepted this and then 
exempted the hospital and medical asso- 
ciations and the senate concurred in 
this change. The bill was immediately 
sent to the governor who signed the 
measure. 

The legislature earlier had extended 
the deadline for payment of the pre- 
mium tax 30 days to April 1, while the 
new tax measure was being passed. 

A complete study of the insurance 
premium tax situation was approved by 
the Iowa senate in passing a proposal 
to establish a special post-war tax com- 
mittee to survey the entire state tax 
structure and report to the next legisla- 
ture. Sen. Albert Shaw, Pocahontas, 
who defended the mutuals in enacting 
the flat 2% premium tax, added the pre- 
mium tax study as an amendment to the 
tax-study proposal. The measure, al- 
ready passed by the house, goes back 
there for consideration of the Shaw 
amendment. 


—- 


PROTEST INDIANA PAYMENTS 
INDIANAPOLIS—Only a few of the 


smaller accounts on premium tax collec- 
tions remain unpaid, according to the 
Indiana insurance department. A num- 
ber of companies, however, paid under 
protest and the legality of the payment 
will likely have to be determined through 
court trial. As this is a tax collection 
issue, the insurance commissioner will 
not be named as a party to the suit, but 
the state treasurer will have to represent 
the state. 


OPPOSITION IN OHIO 


COLUMBUS, O.—Opposition to the 
21%4% Ohio premium tax bill was ex- 
pressed at a hearing before the house 
insurance committee by Claris Adams, 
president Ohio State Life; C. D. McVey, 
president Ohio Farmers, and M. L. 
Landis, counsel Central Manufacturers 
of Van Vert. All urged that no action 
be taken at this time on the change in 
premium taxes. Mr. Adams said that 
were the legislature to enact the pro- 
posed law it would handicap the attor- 
ney-general in his defense of the state 
insurance department in the _ suits 
brought against it to enjoin the collec- 
tion of the tax. Superintendent Dressel 
urged passage of the bill, saying that it 
was necessary to safeguard the state’s 
tax income. Opponents pointed out that 
the U. S. Supreme Court decision was 
rendered by a split court and that the 
ruling really is not decisive. 


TAX SHIELD LAW IN NEV. 


The only bill passed relative to in- 
surance at the recent session of the Ne- 
vada legislature was one regarding the 
liability of officers and directors of in- 
surance companies in payment of state 
premium taxes. 


PRUDENTIAL SUES IN S8. C. 


Prudential has filed a suit in the South 
Carolina supreme court challenging the 
validity of the 3% premium tax on for- 
eign insurers. It charges that the state 
may not impose this levy on interstate 
commerce and that it is discriminatory 
as applying only to foreign companies. 


WOULD REDUCE LIFE TAX 
OKLAHOMA CITY—A bill reduc- 
ing Oklahoma’s life company premium 
tax to 3% has been placed on the house 
(CONTINUED ON PAGE 11) 
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Loui Slated tor 
Illinois President: 
Congress Program 


Thomas A. Lauer, district manager of 
Northwestern Mutual Life at Joliet and 
first vice-president Illinois Association 
of Life Underwriters, is slated for elec- 
tion as president at the annual meet- 
ing April 20 in Chicago. He would suc- 
ceed L. S. Broaddus, Chicago manager 
of Guardian. If a proposed constitu- 
tion change is ratified, Mr. Lauer would 
take office April 20. At present new 
officers are not installed until in July. 

Other officers are scheduled to be ad- 
vanced: Kenney Williamson, Massachu- 
setts Mutual, Peoria, to first vice-presi- 
dent; and J. H. Brennan, Fidelity Mu- 
tual, Chicago, to second vice-president. 


A new secretary-treasurer will be 
elected. 
Other constitution and_ by-laws 


changes proposed are to eliminate the 
unwieldly board composed of state of- 
ficers, local presidents and state com- 
mitteemen, and to substitute a board 
composed of state officers and five di- 
rectors; to form a council consisting of 
the board and state committeemen. The 
meeting will be in the Lincoln Lounge, 
Hotel La Salle, starting at 11 a.m. 


Carbondale Association Revived 


Reorganization of the Carbondale as- 
sociation, which has been quiescent, was 
announced by President Broaddus. An 
organization meeting and election will 
be held next week. With the new AI- 
ton association and Carbondale there 
are now 23 local groups. 

There will no state dinner. The IIli- 
nois Round Table will hold a session, 
with F. Earle Cavette, Massachusetts 
Mutual as chairman. 

In the afternoon the Life Agency 
Managers of Chicago will sponsor a 
general agents and managers confer- 
ence. Speakers will be H. H. Hicks, 
superintendent of agencies, New York 
Life, Chicago; L. W. S. Chapman, Sales 
Research Bureau, and Clarence 
Klocksin, legislative counsel North- 
western Mutual. R. R. Reno, manager 
Equitable Society, is chairman, and 
with B. C. Howes, Berkshire Life man- 
ager, president of the Life Managers, 
will preside. The conference will fol- 
low a luncheon of the managers. As- 
sistant managers and supervisors will 
attend the session. 

The program for the sales congress 
April 21 of the Chicago association has 
been completed. Gov. Dwight H. Green 
of Illinois is scheduled to talk in the 
morning on “The Governor Looks at 
Life Insurance.” Paul W. Cook, Mu- 
tual Benefit, is morning chairman and 
Clarence E. Smith, Northwestern Mu- 
tual, afternoon chairman. An- 
drews, Jr., president National associa- 
tion, will be the first speaker Saturday, 
on “America’s Life Insurance, an In- 
strument of Social Service.” 

After a war bond rally with George 
Huth, Provident Mutual, chairman of 
the bond sales campaign; F. M. Knight, 
vice-president Continental Illinois Na- 
tional Bank, chairman sixth war loan in 
Chicago and Cook county, and Wilfrid 
E. Jones, executive secretary National 
association as speakers, the congress 
program will continue. Mr. Knight will 
present citations in the campaign. 

The remaining speaker in the morn- 
ing is Newell C. Day, Davenport, Ia., 
general agent Equitable Life of Iowa, 
on “Color in Selling’; the afternoon 
speakers are: Glen J. Spahn, director of 
field training of Metropolitan Life, on 
“Building for Tomorrow”; Sidney J. 
Weil, Mutual Benefit, Cincinnati, a mil- 
lionaire producer, on “How I Go About 
Selling Life Insurance,” and Timothy 
W. Foley, general agent State Mutual, 
New York City, on “Yes, I Saw My 
Friend.” 


Federal Life—Written business for the 
first quarter was about 33% ahead of 
the parallel period in 1944 and paid 
business was ahead by 15%. 
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Head office officials of Great-West 
Life are shown with a group of visitors 
from United States branches who were 
present at the annunal meeting. Pictured 
above, from left to right are H. E. Sayre, 
president, Newhouse Sayre, New York; 


R. C. Searle, assistant superintendent of 








Cox Opposes Extension of 
Group Disability Limits 


HARTFORD—Two bills extending 
the age limit for disability benefits 
under group contracts from 60 to 65 
were backed by the I. O. council 
before a Connecticut legislative hearing. 

The C.1.0O. contended that older per- 
sons employed in industrial plauts dur- 
ing the war period are being discrim- 
inated against in not having this cover- 
age when they need it most. 

Berkeley Cox, assistant counsel Aetna 
Life, pointed to the unfavorable experi- 
ence which companies have had with 
such disability benefits even up to the 
age of 60, and said that elimination of 
that age limit would probably make it 
impossible for the companies to con- 
tinue writing .such lines. He also 
pointed out that the bills as drawn went 
beyond even their own expressed objec- 
tives, inasmuch as they would abolish 
any kind of age limit in any kind of 
group policy. 

An insurance department bill to en- 
able Connecticut companies to issue the 
so-called family expense policy, and an- 
other to enable the companies to issue 
policies based on the commissioners’ 
1941 standard ordinary mortality table 
encountered no opposition. 


Neel Urges Libereliaction 
of Blue Cross Plans 


Commissioner Neel of Pennsylvania, 
in addressing the annual dinner of Capi- 
tal Hospital Service of Harrisburg, 
urged that the Blue Cross plans estab- 
lish a policy of reciprocity on an intra- 
state basis with the idea eventually of 
extending this program nationally. 

Mr. Neel suggested that a surplus 
equal to five months utilization is ade- 
quate for a Blue Cross plan and when 
such surpluses reach the equivalent of 
six months utilization the idea of fur- 
nishing additional services without addi- 
tional cost should be considered. 

All the Blue Cross plans of Pennsyl- 
vania, he said, should adopt plans for 
selling subscriptions to individuals in- 
cluding maternity benefits after one year: 
of membership. ‘ 

Before contracts are presented to the 
department for approval, Blue Cross 
management should agree on the con- 
tracts to be entered into with the hospi- 
tals as well as the subscriber contracts. 

Plans should be considered for pro- 
viding benefits for dependent aged par- 
ents of subscribers as well as for depen- 
dent children. 


Alfred J. Riley, underwriting execu- 
tive of Mutual Benefit Life, and Mrs. 
Edward H. Longton were married this 
week. Mr. Riley has «been, associated 
with Mutual Benefit 37 years, first in 
the mathematical. department and for 
the past 12 years in ‘his présent “position: 








Earl M. Schwemm, 
manager at Chicago; H. A. H. Baker, 
assistant general manager, H. W. Man- 
ning, vice-president and managing direc- 
tor, A. P. Johnson, manager at Detroit; 
and M. I. Lindsay, manager at Minnea- 


agencies; agency 


polis. 





Hammer Honored at Dinner 
as Mass. Mutual's Leader 


TAMPA, FLA.—John M. Hammer, 
district manager here of Massachusetts 
Mutual Life, was honor guest at a din- 
ner, given by Angus B. Rosborough, 
Jacksonville general agent, at which 
Vice-president Chester O. Fischer pre- 
sented Mr. Hammer a certificate of 
merit for his achievement in leading the 
entire field force of Massachusetts Mu- 
tual for 1944. The dinner was attended 
by many of Tampa’s leading business 
and professional men, friends and clients 
of Mr. Hammer. j 

Mr. Fischer paid tribute to Mr. Ham- 
mer for his fine sales record in com- 
ing out ahead of agents in New York, 
Chicago, Boston and other large cities. 
He said Mr. Hammer is recognized as 
an insurance leader not only in Florida 
and the south, but throughout the na- 
tion, 

Mr. Fischer pointed out that a rec- 
ord such as Mr. Hammer’s could only 
be accomplished through satisfied cli- 
ents who were pleased with the type of 
service that they had received and that 
Mr. Hammer’s vision in equipping him- 
self to specialize in such fields as pen- 
sion plans, business insurance and es- 
tate planning had been one of the big 
factors in his outstanding success. 

Other talks honoring Mr. Hammer 
were made by Mayor Hixon of Tampa, 
Carl Brorein, president Peninsular Tele- 
phone Co.; J. W. Dupree, Tampa attor- 
ney, and L. M. Huppeler, assistant di- 
rector of agencies and manager of the 
pension trust department of Massachu- 
setts Mutual. 





Another Royalty Demand 
WASHINGTON — The example of 


the coal miners in demanding a royalty 
of 10 cents per ton on coal produced 
for miners’ health insurance, medical 
benefits and hospitalization is being fol- 
lowed by telephone operators here han- 
dling long distance calls. They want a 
royalty of 5 cents per call, to go into a 
welfare fund for health protection, in- 
surance benefits, etc. 

he coal mine operators who have 
been negotiating with the miners, have 
told Secretary of Interior Ickes that 
the miners’ demands would mean, 
among other things, an increase in their 
social security, compensation insurance 
and unemployment tax of 2.9 cents per 
ton or 15.2 cents per day per man. 


Va. Officers Relief Bill Signed 


RICHMOND—Governor Darden has 
signed the bill authorizing domestic 
companies to comply with tax and license 
laws -of other states and relieving di- 
rectors, trustees, officers and employes 
of personal liability for such action. 

The governor has also signed the 
measure broadening life company invest- 
ment requirements. — 





Davis, Metropolitan 
Lite, Wins Prize 


Award of the first Elizur Wright in- 
surance literature prize to Malvin E, 
Davis, associate actuary of Metropolitan 
Life, has been announced by Prof. 
Frank G. Dickinson of the University of 
Illinois, president of the American Asgo. 
ciation of University Teachers of Insur- 
ance. 

Mr. Davis received the honor for his 
book “Industrial Life Insurance,” pub- 
lished by the McGraw-Hill Book Co, 
which was selected by a majority of the 
executive committee of the association 
from a list of reports, articles, and books 
suggested by members. 

This is the first award of an annual 
$250 prize and certificate for the best in- 
surance writing during each year. Funds 
are provided by an anonymous donor, 
The award is named in honor of Elizur 
Wright, known as “the father of legal 
reserve life insurance,’ who was first 
Massachusetts insurance commissioner, 

Mr. Davis has filled a long-felt need 
of insurance students for a concise, au- 
thoritative, and comprehensive _ treat- 
ment of industrial insurance, Prof. Dick- 
inson said. Much of the material in his 
book had previously been available only 
in company files. It should answer 
many questions about industrial life in- 
surance having small policies and weekly 
or fortnightly premiums collected by the 
industrial agents of the companies, he 
said. 


Release Study of Agents’ 
Criticism and Suggestions 


A report entitled “The Job Satisfac- 
tion of Life Underwriters,” the result 
of more than 18 months’ study of agents 
in the United States and Canada by the 
Sales Research Bureau, has been re- 
leased. 

The study was begun as a research 
bureau project under Director of Re- 
search L. S. Morrison and Research 
Associate Stephen Habbe. It has Pro- 
vided interesting data to the individual 
companies thus far treated. 

The findings present a picture of the 
agent’s likes and dislikes and his sug- 
gestions for improvement. The studies 
are being continued at an accelerated 
pace. The committee on agency man- 
agement has followed the results of the 
study closely and as a result, several of 
the problems currently being considered 
by the committee have been chosen as 
a result of this research. 

The company studied gets an estl- 
mate and over-all picture of the extent 
of job satisfaction among its agents, 
the feelings of its agents in regard to 
the training and supervision they are 
receiving; how many feel they could 
make more money in another line ot 
work, etc. 





Writing Group Insurance 
for Associations 


Some years ago companies that wrote 
group insurance for organizations, aSso- 
ciations, trade unions, etc., had an un- 
fortunate experience. Most companies 
abandoned such groups. They were con- 
sidered as not being well welded and they 
did not have the staying qualities that 
existed in a concern where employer and 
employe relationship exists. Companies 
that are now writing these organizations 
have learned much. They are only tak- 
ing members of such associations where 
there is an annual turnover and where 
there is some selectivity in the original 
membership. Some of the aggressive 
companies are finding these associations 
profitable prospects for life, accident and 
health group business. 





Parkinson to Permanent Post 


N. P. Parkinson, who has been act- 
ing insurance director of Illinois _ for 
more than a year, has now been given 
the permanent appointment as insut- 
ance director. 
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PROVIDENT MEANS “LOOKING AHEAD” 


What is the objective of a mutual life insurance 
company? 

Obviously, it is not to make money for manage- 
ment. It is not merely to grow big. It is not merely 
to pile up assets, surplus, or insurance in force. 

Rather, we believe, the true objective of a mutual 
life insurance company is to grow larger and stronger 
through providing both present safety and future 
security to a steadily growing group of policy owners. 

To provide these things requires that Provident 
management shall be truly provident management 
—looking ahead so that the interests of each in- 
dividual policy owner shall be developed and pro- 


tected without prejudice to the interests of any other 


policy owner in the group. 

We believe that such growth requires a strong 
field force of active agents who are earning a good 
living, are respected in their communities, and are 
expert in rendering the highest type of individual- 
ized life insurance service. 


INSURANCE 


We believe that such growth may best be attained 
in our particular company by the general agency 
system, in which each agency is an independent 
unit, run by a business man on a businesslike basis, 
sharing with management the responsibility for 
policyholder service as well as for current sales. 

We believe that, in our particular company, such 
growth must be along lines of selling to the in- 
dividual rather than selling to the mass. Accord- 
ingly, we believe in the importance of the agent in 
the life insurance picture, and our advertising is a 
reflection of the agent rather than the company. 

During the balance of this year the company will 
run in various insurance journals of national circu- 
lation a series of advertisements (of which this is the 
first and introductory number) featuring the various 
ways in which the company has pioneered in giving 
meaning to the slogan: ‘‘Provident Means Looking 
Ahead.” 


COMPANY of PHILADELPHIA, 


PA. 
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Ed Mays Revives Issue 
Over Continental Life 


Ed Mays, who resides at Leslie, Ark., 
and who was president of Continental 
Life of St. Louis, which went into re- 
ceivership and was reinsured with lien 
by Kansas City Life in 1934, testified 
before a Senate judiciary subcommittee 
in opposition to the nomination of Cir- 
cuit Judge Albert A. Ridge to be fed- 
eral judge for western Missouri. 

Mr. Mays charged there had been a 
conspiracy by the Pendergast Kansas 
City Democratic machine to “steal ”Con- 
tinental Life. Mr. Mays said Judge 
Ridge at that time was an attorney for 
R. E. O’Malley, who was Missouri in- 
surance superintendent at the time Con- 
tinental Life was placed in receivership. 
O’Malley was appointed superintendent 
at the instance of Pendergast. Mr. 
Mays contended that Continental Life 
in 1934 was solvent. 

Mr. Mays said he bought the major- 
ity of stock of Continental Life from 
the Kemper interests of Kansas City 
and that the Kempers were “bound to 
have requested” Pendergast to have the 
company taken over. 

Judge Ridge entered a denial that he 
had been concerned in any conspiracy 
to have the state take over Continental. 

At the time Continental was reinsured 
in Kansas City Life, part of the assets 
were segregated to cover the cost of 






with you . 


sole proprietor .. . 


can and is being used. 


LIFE 
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Commentary 


THE SOLE PROPRIETOR NEEDS . 
LIFE INSURANCE 


Life insurance says to the sole proprietor: 


“When you die, a part of your business will die. 
Estimate how much that will be, in dollars and cents. 
Then give us 3% or 344% or 4% of that amount. 
If you die, we will pay the amount you have named, 
as an offset to the lost value of your business incident 
to your death. Year by year we will build up your 
financial reserves, strengthen your business credit, 
and add to your security. And if you live to retire- 
ment age, we will say ‘We’ve enjoyed doing business 
. you were good enough not to give us 
cause to make good that shrinkage . . 
give you all your money back.’ ” 


That is the message life underwriters have for the 
a message that clearly demon- 
strates one of the potent ways in which life insurance 


Insurance in Force, February 28, 1945—$245,358,639 


COMMONWEALTH 


INSURANCE COMPANY 


MORTON BOYD, President 


WHERE QUALITY MEN ARE BUILDING QUALITY VOLUME 


the receivership. There was a residue 
on that account and the old stockhold- 
ers sought to get judgment for that 
money but various courts upheld the in- 
surance department position that the 
residue should be turned over to Kan- 
sas City Life for the benefit of Conti- 
nental Life policyholders. 





Correction as to Excelsior 
and Independent L. & A. 


In the table in the March 23 edition, 
grading the companies by insurance in 
force at Dec. 31, 1944, the 1943 rather 
than the 1944 figure was inadvertently 
used for Excelsior Life of Toronto. The 
figure used should have been $157,746,- 
223 which places Excelsior Life in 91st 
place. 

Independent Life & Accident of Flor- 
ida had a total of $46,710,967 insurance 
in force. The amount $38,135,391 that 
was carried in the table was for Florida 
only and did not include Georgia busi- 
ness. The use of the proper figure ad- 
vances Independent L. & A. to 1738rd 
position. Its insurance in force in- 
creased $19,235,716 or 70% last year. 





In listing the 10 leading agencies of 
Occidental Life of California in new 


paid volume, the home office agency 
should have been in second place. 






- SO now we 





























NSL Regulations 
Are Amended 


WASHINGTON — Army National 
Service Life regulations, published 
shortly before the first of the year, are 
amended in a number of respects in 
“Changes No. 1”, recently issued by the 
War Department. One of the most im- 
portant amendments provides for the 
installment refund option under which 
the beneficiary can receive money in 
installments under a guaranty to pay at 
least to the face value of the policy. 
Under the old NSL plan, there was no 
choice as to how NSL policies would be 
paid to beneficiaries. 

This amendment provides that death 
benefits are payable under option 1 
unless settlement under option 2 (refund 
life income) is selected by insured or 
beneficiary. If the insured has chosen 
option 2, the beneficiary may not choose 
option 1. When the amount of a monthly 
installment is less than $5 the veterans 
administrator may let them accumulate 
without interest and be paid annually. 

The amendment sets forth in a table 
the number of guaranteed monthly in- 
stallments, the amount of each per $1,000 
insurance, and final monthly installment 
per $1,000, under option 2, at different 
ages of beneficiaries. 

To answer many inquiries concerning 
NSL insured, why policies have not 
actually been issued, the new regulation 
provides that for the duration of the 
war a “certificate” will be issued in lieu 
of a policy. 

The regulation provides, in effect, that 
heirs or legal representatives of insured 
or of beneficiary may have a vested 
right in the case of excess reserve con- 
verted policies, under specified condi- 
tions, where a soldier dies and leaves 
no beneficiary within eligible classes. In 
the case of term policies, however, no 
payment to the estate will be made. 

Once term insurance is converted to 
a permanent plan, it cannot thereafter 
be reconverted to the level-premium term 
plan. The question of when conversion 
should take place, the regulation says, 
“is one for decision by the insured based 
upon his individual requirements. No 
individual in the active military service 
should be advised to convert if such 
conversion might result in his having to 
reduce the amount of insurance during 
wartime.” 

The requirement for NSL reinstate- 
ment has been liberalized. A term policy 
may now be reinstated upon payment of 
two monthly premiums with interest. 
However, it is provided that any such 
policy so reinstated, without payment of 
all premiums in arrears with interest, 
shall have no reserve value. 

Converted insurance may be reinstated 
only upon payment of all premiums in 
arrears, plus 5% interest. 

The changes in regulations incorporate 
provisions based on Public Law 452 en- 
acted last September, concerning waiver 
of premiums in case of disability. In 
event of death of insured without apply- 
ing for such waiver, it is provided that 
the beneficiary may apply for waiver 
under conditions outlined. 

In event of death of insured within 
six months after commencement of total 
disability, policy shall be deemed to have 
matured, under specified conditions, upon 
furnishing proof to the veterans admin- 
istration. It is provided, however, that 
unpaid premiums shall be deductible 
from proceeds. 

While waiver of premiums may be 
made effective as of date total disability 
commenced, except where waiver is 
granted upon the insured’s application, 
the waiver shall not be effective as to 
premiums due more than a year prior to 
receipt of application. Where waiver 
is granted on application of beneficiary, 
it shall not affect premiums due more 
than a year before death of insured. 
However, administrator may grant 


waiver in excess of a year where he 
finds that insured’s failure to submit 
application was due to circumstances 
beyond his control. 

The regulation sets forth in detail the 


terms, benefits and restrictions of gratu. 
itous or automatic NSL insurance, and 
the method of replacing it with contract 
insurance. 

The regulation sets forth on three 
pages of fine print, information concern. 
ing NSL to be furnished all military 
personnel upon discharge or release from 
active duty, forms to be used in paying 
premiums, etc. 

“It will ordinarily be advisable for per. 
sons currently being separated from the 
service,’ says the department’s instruc- 
tions, “to continue the term insurance 
for at least a few months after return to 
civilian life when they may be expected 
to have a more definite idea of the type 
and amount of permanent insurance they 
can afford.” 


Cameron's Title Changed 


E. H. Cameron, home office super- 
visor of Occidental Life of California 
in Chicago, has been named home of- 
fice representative. He will continue to 
assist Vice-president George V. Shipley 
in the midwestern and eastern terri- 


tories. 

Mr. Cameron joined Occidental five 
years ago as manager in Kansas City, 
after more than 10 years with Equitable 
Society. He was one of its group mil- 
lionaires. 





KH ERE'S DRAMA IN 
THE MAIL THAT REACHES 
R & R THESE DAYS — THE 
DRAMA OF THE POWER OF 
LIFE INSURANCE TO SUR- 
VIVE THE GREATEST 
CATASTROPHE, THE UT- 
MOST ADVERSITY. 


* * * 


Came a letter this month from 
our French representatives, a 
letter arriving five years to the 
day that communication between 
them and us was broken. Writes 
Mme. McCarthy of Lloyd 
Sloane & Cie., Paris, “We are 
receiving requests for sales 
courses every day and our pre- 
war stock will soon be ex- 
hausted.” 


On the heels of Mme. Mc- 
Carthy’s request comes a letter 
from a M. Fraikin, Liege, Bel- 
gium, ordering recruiting mate- 
rials; and A. P. Cawley & Co., 
our English representatives, re- 
quest that we rush sales training 
courses. 


And then, as I write, comes a 
letter from a Fit./Lt. Strong, 
Yorkshire, asking that we send 
him at once whatever materials 
will be helpful to him since at 
age 43 after 5'4 years in the 
RAF, he is planning entering 
the life insurance business be- 
cause, “I sincerely believe that 
it is one of the essential services 
of our present daily life.” 


DO YOU NEED ANY 
GREATER PROOF OF THE 


PERMANENCE OF THE 
INSTITUTION OF LIFE 
INSURANCE? 

PAUL SPEICHER 

Managing Editor 


THE INSURANCE d 
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Negotiate Old Job 
Tax Issue in IIl. 


American Life Convention is under- 
taking to get an agreement on the part 
of its member companies to a proposal 
that can be submitted to the Illinois 
authorities to satisfy the liability for 
unemployment compensation taxes on 
account of commission compensated 
agents for the period Jan. 1, 1937, to 
July 1, 1941. Last fall the Illinois su- 
preme court gave a decision that New 
York Life was liable for such taxes and 
that company paid more than $100,000 in 
satisfaction. Supported by that decision 
the unemployment compensation division 
of the Illinois department of labor has 
been making demand upon the other life 
companies and the A.L.C. has been nego- 
tiating in the matter. Benjamin L. 
Jacobson, who is located in Chicago, is 
handling the matter for the state. 

An amendment to the unemployment 
compensation law was enacted and be- 
came effective July 1, 1941, specifically 
exempting commission compensated in- 
surance agents from the law. There 
was considerable opposition to the 
amendment at the time on the theory 
that it might create the implication that 
the agents were covered and there was 
tax liability prior to the amendment. 

The proposal that is being shaped 
up by the American Life Convention 
provides for paying taxes on first-year 
commissions only of full-time agents, 
excluding all renewals and all commis- 
sions of part-time agents. Also there 
would be a deduction for traveling ex- 
penses from the tax base.. The law 
provides a penalty of 1% per month. 

The basic rate of tax in 1937 was 
1.8% and it was 2.7% thereafter. -How- 
ever, merit rating credits are allowed. 





N. Y. Life Centennial “Ad” 
Features Agents’ Service 


On its centennial anniversary, April 
12, New York Life is publishing a spe- 
cial centennial advertisement in 426 
daily newspapers in 244 cities. It has 
been running a regular campaign of 
Newspaper advertising in 349 daily 
Newspapers in 176 cities, dedicated to 
the American family and _ featuring 
brides and babies as symbols of new 
families. 

The centennial day advertisement em- 
phasizes that “for 100 years New York 
Life agents have served American fami- 
lies.” It points out that “through the 
initiative of New York Life agents dur- 
ing the past 100 years, families have 


‘been held together and children edu- 


cated. Mothers have been relieved of 
financial worry. Men and women, in 
the autumn years of life, have been able 
to enjoy a comfortable retirement. For 
helping so many people to provide for 
these and other human needs, New 
York Life agents deserve high recog- 
Mtion on this anniversary. Although 
People generally appreciate the need for 
life insurance, it is through the agents’ 
efforts that their dreams of family se- 
curity are made to become a comforting 
reality.” 





Honor Barnes at 50 Year Mark 


In commemoration of his 50th birth- 
day anniversary and the 13th anniver- 
Sary of his becoming head of the agency 
department, the field force of Ohio State 

ife is putting on an “Appreciation 
Month” in honor of Frank L. Barnes, 
vice-president and agency director. Sev- 
eral clubs are being formed and the 
Fifty Grand Club will include in its 
membership every agent who writes an 
application for $1,000 for each of Mr. 
Barnes’ 50 years. 





General Agents Council Meets 


Members of Aetna Life’s General 
gents Advisory Council gathered at 
the home office last week. The group 
included W. Thomas Craig, Cincinnati; 
Gordon H. Campbell, Little Rock; Wil- 


mer R. Hammond, Los Angeles; Alfred 
H. Hiatt, Jr., Minneapolis; Robert J. 
Curry, South Bend; Joseph T. Mc- 
Cance, Hartford; Foster A. Vineyard, 
Little Rock; John A. Hill, Toledo; Paul 
R. Green, Seattle, and C. Gilbert Shep- 
ard, Hartford. 

This council is made up of the win- 
ners of the President’s trophy for 1943 
and 1944. 





Prizes for Low Lapse Records 


Indianapolis Life has made its cash 
prize awards to winners in 1944 for out- 
standing records so far as lapse ratio 


is concerned. For the company as a 
whole the lapse ratio hit a new low 
point of 1.72. The agents are divided 
into four groups based on the amount 
of insurance in force. In group 1, J. J. 
Pawloski of Illinois was the winer with 
a lapse ratio of .26; group. 2, C. A. 
Hern, Texas, .13; group 3, W. J. 
Scherrer, IlMnois, 1.15, and in group 4, 
there were three men with no lapses 
who tied for honors, they being M. R. 
Reeser, Illinois; A. J. Ouellette, Mich- 
igan, and Preston Sargent, Indiana. 
For the first two months of this year 
the lapse ratio for Indianapolis Life was 
only 1.77 and for February it was .91. 


Report Texas Investment 
Measures Favorably 
AUSTIN, TEX.—A Texas house bill 


authorizes insurance companies to in- 
vest in loans guaranteed by the state or 
federal government including loans to 
veterans under the G. I. bill of rights. 
Another measure eliminates the 60% of 
value requirement on real estate loans 
made with guarantees under the G. I. 
bill of rights. It also provides for in- 
vestment in federal farm loan bonds. It 
has received a favorable report. 





AT times, be bold; always be true. 











@ The figures listed above are based on actual earnings of Franklin representa- 
tives as reported to the collector of internal revenue for the year 1944. They 
are conclusive proof that when we cite high average earnings, the figures are 
not distorted by a few individuals in an abnormally high bracket, with the 
others at a low level. 


Ten Men Averaged Over $22,000 
Thirty-five Averaged Over $15,000 


One Hundred Averaged Nearly $10,000 

@ Eleven of the hundred were with the Franklin one year or less; one earned 
$10,763 in ten and one-half months; another earned $9,484 in eleven months; 
a third made $5,621 in eight months. 


@ It may be too broad a statement to say that this record of Franklin earnings 
is without parallel in the insurance industry. But we do know that Franklin 
men and women are prosperous, happy and enthusiastic. We know that they 
find our policies attractive and easy to sell. And we know that they all like our 
generous commission schedules... Just ask one! 


@ If your earnings compare unfavorably with those listed above, inquire about a 
Franklin agency contract. Perhaps next year we may brag about your prosper- 
ity, too. 
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Juvenile Insurance 
Has Many Favorable 
Factors 


Some companies are paying much at- 
tention to writing juvenile insurance 
these days. They find it desirable from 
many standpoints. Some executives de- 
clare that juvenile insurance makes a 
most desirable backlog for any com- 
pany. In the first place, the premiums 
are lower and, therefore, the investment 
problem is not increased to any great 
extent. The mortality has been quite 
favorable. : 

Those that have studied the situation 
declare that insurance taken on the lives 
of youngsters usually sticks. The chil- 
dren know about the insurance. They 
ask questions about it. They have it 
fixed firmly in their minds. The lapse, 
therefore, is reduced and the insurance 
grows with the children. Furthermore 
this early entrance into insurance paves 
the way for more insurance later on and 
hence many excellent prospects are cre- 
ated. er . . 

Agents find that the solicitation of ju- 
venile insurance gives an opportunity to 
take up with parents the question of in- 
surance for a child and it often opens 
the way for more insurance for the par- 
ents. : , 

Juvenile insurance at this time in the 
minds of many is highly desirable and 
agents are being encouraged to solicit it. 





Plans of New Cooperative 
Company in Saskatchewan 


The newly formed Cooperative Life, 
recently licensed in the province of 
Saskatchewan, Canada, is a cooperative 
company and not a subsidiary or branch 
of the government’s own life insurance 
department. 

When the Cooperative Commonwealth 
Federation party obtained power in Sas- 
katchewan, it was reported that it was 
going to enter all forms of insurance 
business. However, it is understood that 
the C.C.F. government is quite content 
to mark time on its own government life 
insurance plans and give every assistance 
to the new cooperative company, which 
is backed financially by the Saskatchewan 
Wheat Pool and Federated Cooperatives, 
Ltd., the two major cooperative organi- 
zations in Saskatchewan. 

It is proposed to operate the new com- 
pany on a non-profit basis. Rates will 
be about the minimum of the regular 
life companies. Head office will be in 
Regina and provisional president is H. A. 
Crofford of Asquith. Every policyholder 
18 years or over will have a vote in its 
affairs and insurance may be sold to any- 
one who has reached age 15. Ten types 
of policies will be available. 





Pan-American Laurel Wreaths 


In a one-day drive marking the 33rd 
anniversary of Pan-American Life, the 
agents produced one of the largest sin- 
gle day’s business in company history. 
The results of that drive in the form of 
“laurel wreaths” were presented to the 
founders of Pan-American: President 
Crawford H. Ellis; Edward G. Sim- 
mons, executive vice-president; Eugene 
J. McGivney, vice-president and general 
counsel, and Dr. Marion Souchon, vice- 
president and medical director. 


Wis. Full-Timer Bill Opposed 


MADISON, WIS.—At a hearing be- 
fore the Wisconsin assembly’s insurance 
and banking committee, the bill requir- 
ing all life agents to devote full time 
to the work, was opposed by represen- 
tatives of companies and life under- 
writers organizations. 


Dr. Caris Joins John Hancock 


Dr. Albert G. Caris, who until re- 
cently was connected with the Ohio de- 
partment as assistant superintendent, 
has become associated as statistician with 
the Ralph W. Hoyer agency of John 
Hancock Mutual Life at Columbus. 





Vocational Tests 


A free vocational interest test for re- 
turning veterans eligible for govern- 
mental training has 
been inaugurated 
by Union Central 
Life in cooperation 
with the Ohio Per- 
sonnel Testing 
Laboratories. 

Harry A. Jeter, 
assistant manager 
of Union Central 
Life, Cincinnati, is 
in charge of the 
program. After a 
preliminary inter- 
view, Mr. Jeter di- 
rects veterans to 
the Ohio Personnel 
Testing Laboratories in Cincinnati, 
under whose supervision the test will 
be administered. 

Results of the test will then be inter- 
preted for the veteran by Mr. Jeter and 
members of the laboratories’ staff who 
are experts in vocational guidance. Mr. 
Jeter is a veteran himself and is familiar 
with the many problems of readjustment 
facing the veteran. 

Each veteran taking the vocational 
test will get a detailed report on his 
vocational possibilities in six different 
general fields including selling. 

The test is the Strong vocational in- 
terest bank. 

The testing program for veterans has 
been in operation for several weeks and 
has proved very popular. 

Mr. Jeter who assumed his new post 
as assistant manager to recruit, train 
and supervise new organization re- 
cently, was formerly home office group 
representative with Prudential. 


Gives War Worker Market 
a Whirl—Sells $3,000 on 
150 Calls in Oshkosh 


Although the exhortations to ordinary 
agents to take advantage of the war 
worker market have subsided, a report 
on the experiences of George H. Hotch- 
kiss, Northwestern Mutual, Oshkosh, 
Wis., indicates that the war worker mar- 
ket idea was more theoretical than prac- 
tical. Mr. Hotchkiss and his associate, 
Lyle O’Connor, spent six weeks concen- 
trating on war workers. Lists of em- 
ployes were secured along with ages 
and approximate earnings. Every eve- 
ning from Monday through Friday was 
devoted to evening calls. Only two ap- 
plications for a total of $3,000 were 
written in 150 calls. Although one per- 
son had $15,000 insurance and three had 
$5,000, the average was $500 to $1,500, 
most of it group. 

“The significant fact to us was that 
these people had not been educated to 
the value of life insurance and we were 
certain that we did not have the time to 
institute and carry out an educational 
campaign,’ Mr. Hotchkiss observed. 
“Our records showed us that an equal 
amount of time and effort put in on the 
type of people we had always served 
would have undoubtedly produced some 
excellent results.” 





A. Jeter 


H. 








Va. Increase Nearly $200 Million 


Total life insurance in force in Vir- 
ginia at the end of 1944 was $2,286,048,- 
549, an increase of nearly $200,000,000, 
the Virginia departments reports. New 
life insurance written last year was 
$432,041,326, while about $240,000,000 
was terminated. 





Taylor with Southern “Co-Op” 


Leland T. Taylor, formerly secretary 
of Farm Bureau Mutual Fire and Farm 
Bureau Life, Columbus, O., who with 
several others resigned a few weeks 
ago, has become associated with South- 
ern States Cooperative, Richmond, Va., 
which operates in Delaware, Maryland, 
Virginia, West Virginia and Kentucky. 


Offer Veterans Free Mortgage Protection Field 
May Be Postwar Factor 


With prospects of a widespread home 
building program after the war, with 
individual builders and buyers taking 
advantage of the long term payment 
plans up to 20 years offered through 
the Federal Housing Administration, the 
G. I. Bill of Rights and under private 
financing plans, mortgage retirement 
sales prospects are intriguing. 

Most life companies have been push- 
ing individual mortgage retirement pro- 
grams in their educational programs but 
few agents appear to be specializing on 
this business to any great extent, al- 
though most agents write such cases 
when they run into them and, of course, 
include mortgage retirement provisions 
in programs. Although accident and 
health companies have talked up the 
idea of covering mortgage payments, 
there again there appears to be no con- 
centrated attention to this source of 
business. 


Has Possibilities 


The success of such agencies as Bax- 
ter & Cooper, Federal Life, Chicago, in 
specializing on mortgage retirement 
plans indicates the field has tremendous 
possibilities. As approximately 98% 
of the cases of Baxter & Cooper pro- 
vide for disability coverage, the ‘op- 
portunities for selling income protection 
to cover mortgage payments are appar- 
ent. 

Mortgage companies are showing 
some interest in plans to protect mort- 
gagees. For example, a successful mort- 
gage cancellation plan devised by AIl- 
lied Building Credits, St. Paul, which 
is underwritten on a group basis by Oc- 
cidental Life of California has been 
used for 14 years. After 14 days under 
physician’s care, mortgage payments are 
cancelled during the period of disability 
up to 12 months. After that time if 
the insured is deemed totaily and perma- 
nently disabled, the mortgage is can- 
celled providing the insured has not 
reached age 60. In event of death the 
mortgage is cancelled. No medical ex- 
amination is required. Rates at age 
35 are $1 per month per $1,000, the 
premium being included with the regu- 
lar mortgage payments. 


All Risks Assumed 


In underwriting such group creditors’ 
business the insurer is actually under- 
writing the mortgage company as all 
risks submitted are accepted. It is 
assumed, of course, that mortgage com- 
pany will insist on good credit rating 
and health and general ability to pay 
installments. 

Group creditors coverage is not a 
new line but it is generally written to 
cover small personal or commodity time 
payment loans repayable within com- 
parable short periods of time. Among 
the larger companies, Prudential and 
Occidental appear to be the most active. 
Cuna Mutual of Madison, Wis., does 
extensive business through credit unions, 
although war time prosperity has re- 
duced volume of such loans. Credit Life 
of Ohio and Old Republic Credit Life 
specialize on credit life but write only 
individual policies through loan com- 
panies and banks. Old Republic pre- 
fers short term loans. Its experience 
on mortgage coverage was such that 
it is not pushing the line now. Although 
it writes some policies with disability 
income it doesn’t encourage such cov- 
erage. 


Competitive Situation 


The highly competitive situation in 
the personal and finance loan field pro- 
vides some difficulty in regard to cred- 
itors’ group cover. In financing the 
purchase of an automobile, for exam- 
ple, the buyer tends to make his deci- 
sion strictly on a price basis without 
any consideration as to whether life 
insurance protection is offered. Even 


banks which are becoming more active 
in the personal loan field and are offer. 
ing loans at lower rates than some 
finance companies tend to hesitate to 
force the borrower to buy life cover 
under a group plan. This competitive 
factor many not be as disruptive in the 
mortgage field where loans are made 
under less pressure. 


Seek Broader Law 


Lack in uniformity in state laws and 
restrictions in some states as to amounts 
and the length of period of loans has 
curtailed the extension of creditors 
group life to long term mortgage loans, 
An attempt is being made now to liber. 
alize present restrictions. Occidental 
Life, through the California legislative 
conference, has proposed several group 
measures which includes one providing 
for creditors’ groups of 100 or more new 
entrants yearly, with up to $10,000 in- 
surance on any one life and covering 
installments over a period up to 
years. Premiums are paid by or through 
the lender, the “or through” being 
a new provision. 

It was expected that this and other 
group law changes would be discussed 
at the meeting of the National Associa- 
tion of Insurance Commissioners in 
New York but the time was short when 
the subject came up and a committee 
headed by Commissioner Thompson of 
Oregon was named to consider pro- 
posals. 


Occidental Life’s Plans 


The development of Occidental Life's 
creditors’ group plans have been stimu. 
lated through its association with the 
Bank of America in California. Loans 
from $50 to $1,200 repayable within 
three to 24 months are covered under 
its regular plan. Coverage is written 
on salary, character, personal, furni- 
ture, automobile, cattle, chattel and 
commercial loans made through banks, 
finance companies, commercial organiza 
tions and credit unions. 

Under its outstanding balance plan no 
individual applications are required and 
100% of all loans within the classifica 
tion insured must be included. There 
is no. age limit and the standard pre- 
mium is 10 cents per $100 of outstanding 
loan balance. Loans or accounts do not 
have to be amortized in equal weekly 
or monthly installments. Premiums are 
remitted once a month and rate redut- 
tions are available based on_ previous 
claim experience. The maximum amount 
insured on any’ one loan is $2,500. 


Single Premium Plan 


Under single premium 
plan, brief individual applications att 
required with a statement of g 
health signed by the individual borrower. 
Insurance decreases as the account % 
paid up. Ages 20 to 60 are covered. It 
is not necessary to cover all loans bit 
as high a percentage as possible is de 
sired. Applications are sent to Oct 
dental weekly, premiums monthly. Tht 
standard rate is 85 cent per month $10 
of initial amount of loans. 

A creditors accident and sickness plat 
is also written. Installments are pal 
when borrower is disabled. Balance * 
paid if borrower is accidently killed. At 
cidents are covered from the first day) 
sickness from the 15th. Both males at 
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females from 18 to 55 are covered # 
to a maximum of $75 a month. On) 
weekly or monthly amortized loans 
covered. Rates are 1% of financed 
ance on contracts of six months or tt 
der, 114% on seven to nine month cot 
tracts, .2% on 10 to 14 months, 2%! 


on 15 to 19 months and 3% on 20 to? 
month contracts. Minimum prem 
is $1. 





Pfc. Walter R. Dininger, former 5? 
cial agent of Washington National 
Indianapolis, was wounded in Italy. 





, 1945 


active 
offer. 
some 
ite to 
cover 
etitive 
in the 
made 


'S and 
1Ounts 
is has 
ditors’ 
loans, 
liber- 
dental 
slative 
group 
viding 
e new 
00 in- 
vering 
to 20 
rough 
being 


other 
cussed 
SOCia- 
rs in 
when 
mittee 
on of 
pro 





April 6, 1945 


LIFE INSURANCE EDITION 


9 








= 


———— 








U. S. Chamber Insurance 
Committee Ponders Many 
Subjects at N. Y. Parley 


WASHINGTON — The meeting of 
the U. S. Chamber of Commerce insur- 
ance department committee, at the 
Waldorf-Astoria Hotel, New York, this 
week, was called to consider an exten- 
sive agenda prepared by H. E. Hilton 
of the chamber’s insurance department. 
On account of important questions pend- 
ing a number of special guests were in- 
vited including Ray Murphy and Dewey 
Dorsett, Association of Casualty & 
Surety Executives; W. E. Mallalieu, 
National Board; James Rutherford, Na- 
tional Association of Life Underwriters; 
Harold R. Gordon, managing director, 
Health & Accident Underwriters Con- 
ference; A. V. Gruhn, American Mu- 
tual Alliance. 

Special reports were scheduled for 
submission from the marine insurance 
section committee on the South Amer- 
ican insurance situation and arrange- 
ments for a proposed hemispheric in- 
surance day; also from the special avia- 
tion insurance section on recent devel- 
opments in connection with that subject. 

Other subjects listed for considera- 
tion were: Proposed pension trust and 
profit-sharing forums, and group cover- 
age; health insurance; state insurance 
bills, pending and recently passed; 
workmen’s compensation; safety re- 
sponsibility bills in the states; fire pre- 
vention and protection; public relations; 
pending federal legislation, Z 
Senator Langer’s bills to deny use of 
the mails to mail order insurers and 
to provide for a system of federal an- 
nuities. 





Utah Legislative Group to 
Study Insurance Laws 


SALT LAKE CITY—A joint resolu- 
tion was passed by the Utah legislature 
before adjournment setting up an in- 
terim committee of eight for the pur- 
pose of clarifying, revising and codify- 
ing the state’s insurance laws and to 
corrélate’ them with federal legislation 
and court decisions. The committee: is 
also directed to investigate the laws, 
court decisions, and regulations of other 
states, and to report back to the next 
legislature in January, 1947. The com- 
mittee comprises the attorney-general, 
insurance commissioner and three mem- 
bers each from the senate and house. 

The governor may call a special ses- 
sion to consider post-war measures 


_ within the next 90 days and it is pos- 


sible that insurance legislation will be 
considered at that time. 





Tour Nebraska to Promote : 
Life Textbooks in Schools 


LINCOLN, Neb,—President Ben A. 
Gold and the educational committee of 
the Nebraska Association of Life Un- 
derwriters have held five association 
meetings with school men, in the in- 
terest of installing two life insurance 
textboks in the high schools of Neb- 
raska. 

Luncheon meetings, arranged by the 
local associations and attended by the 
superintendent, high school principal, 
ard of education members and county 
superintendents, were held at Hastings, 
tand Island, Kearney, North Fiatte 
and Scottsbluff. Other school men were 
m attendance from Holdrege, Gering, 
and Kimball. 

Members of the touring party in- 
cluded: Vern M. Bottom, Farmers & 
Bankers, chairman educational commit- 
tee; Len J. Davis, agency superintendent 
of Security Mutual; Ralph E. Keplin- 
ser, manager of agencies of Guarantee 
Mutual and Mr. Gadd, who is general 
agent of Guarantee Mutual. W. A. Fra- 
ser, Bankers Life of Des Moines, secre- 
tary-treasurer of the association, accom- 
Panied the party to four of the meetings. 

Mr. Kiplinger gave the keynote speech 


including: 


at each meeting, in which he laid the 
foundation for the vital need of life in- 
surance, in “The World of Tomorrow.” 
He declared that the young people of to- 
day are not going to have the opportu- 
nity to accumulate an estate as their 
fathers and mothers did. Now 86% of 
everything that people leave at death is 
represented by life insurance, and if it 
is going to be more difficult to accumu- 
late property in the future, it is only 
reasonable to assume that this percent- 
age will go still higher. 

Mr. Davis gave a brief review of the 
two textbooks, “The Handbook of Life 
Insurance” and “Life Insurance Dollars 
in Action” and showed how they are 
being used by schools in other sections 
of the country. He discussed the pres- 
ent lack of adequate textbook material 
for high school students on life insur- 
ance and showed how these two text- 
books adequately fill this need. More 
than 100,000 copies of each textbook 
now are being successfully used by them 
in the schols. 





Ill. Burial Bill Recommended 


The insurance committee of the IIli- 
nois senate has recommended for pas- 
sage the Barry bill requiring every bur- 
ial society to comply with the provisions 


relating to assessment life companies 
and prohibiting the organization of new 
burial societies. If this bill is enacted, it 
is believed, it will make all but two 
burial societies insolvent. It is under- 
stood the department will sponsor a sub- 
stitute bill that is less harsh and it will 
probably get the green light. 

Senator Ryan has introduced in the 
Illinois legislature a bill to fix the in- 
terest rate on policy loans at 3% on 
policies issued after July 1, 1945. It is 
believed that this bill will not make 
headway but there may be another 
measure to fix the maximum rate at 
414%4%. There is not now in Illinois any 
statutory maximum on policy loan in- 
terest other than the usury law. 





Rating Pays Off 


In 1910, at the age of 59, Samson 
Winter of Chicago was issued a policy 
in New York Life with a two-year rat- 
ing because of the condition of his 
health. The other day he marked his 
94th birthday and because of the two- 
year rating, that policy was matured 
as an endowment at age 96. He was 
presented with a check in behalf of New 
York Life by J. Emerson of the 
Bankers building branch of New York 


Life, who has been with the company 
in Chicago 50 years. 

Mr. Winter has six other New York 
Life policies that were issued prior to 
1898 without rating and these he wil? 
mature two years hence when he actu- 
ally becomes 96 years of.age. Mr. Win- 
ter continued to play golf until he was 
92 years old. 





New Garment Workers Group Plan 


NEW YORK—An agreement provid- 
ing life, health and accident insurance 
benefits for 100,000 workers has been 
concluded between the Amalgamated 
Clothing Workers Union and cotton 
garment manufacturers. It is similar to 
the plan already in effect covering em- 
ployes in the clothing manufacturing in- 
dustry and is financed by employers 
through a 2% payroll tax producing $2,- 
000,000 annually, principally in the men’s 
shirt business. 





Service Bill in N. J. 


NEWARK—A New Jersey assembly 
bill requires service by district court 
clerks on the insurance commissioner 
against foreign companies which name 
the commissioner as their agent to 
accept process. 
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Ask Insurers to 
Refrain from U. S. 
Bond Switching 





(CONTINUED FROM PAGE 1) 


That would produce a very handsome 
return at a time when the developing 
of yield is all important. However, such 
a seemingly wise investment maneuver 
is being frowned upon by the Treasury 
and Life Insurance Association of Amer- 
ica and American Life Convention just 
the other day sent out a joint letter 
strongly advising member companies 
against making this sort of a switch and 
suggesting that they make only “normal 
adjustments” in their government bond 
portfolios at the present time. 

Responsible investment officials feel 
that observing the wishes of the Treas- 
ury is in the true interest of policy- 
holders. If institutional investors should 
at this time “kick out” bonds that are 
now eligible for purchase by commercial 
banks such as the 2’s of the sixth war 
loan, that would produce an expansion 
of bank deposits and that would increase 
the inflation potential. 

When the war started and the patri- 
otic necessity arose to put the lion’s 
share of life company funds into govern- 
ment securities, some of the companies 
undertook to be patriotic and at the 
same time to hedge somewhat by buying 
heavily 7/8% certificates of indebtedness 
maturing in a year. This was something 
of a hedge against a short war or some 


NO TIME FOR 





‘MARKING TIME” 


The ebb and flow of battle reach back 
into the life of every American with 
compelling force. And just as surely, 
the sweat and sacrifices of us here at 
home are reflected i in the fortunes of 
our heroic armies. 


So this is no time to “mark time”... 
for each of us and every institution of 
which we are a part, have a place in 
building the victory edifice. 


The life insurance business is no 
exception-and we at Provident have 
dedicated our minds, our money and 
our hearts to this cause for as long as 
it takes. 

And when this task is finished we 
will devote the same talent and pur- 
pose to building a better America by 
continuing to promote individual secu- 
rity and contributing to national pro- 
gress. 








Portland, 
Ore, 





other change that might improve the 
yield situation. However, most of those 
companies now regret that policy be- 


- cause they have lost considerable in- 


terest revenue. Some companies that 
discontinued investing in these 7/87 
notes last year in favor of going out 
for the best yield of 24%% and the 
longer maturities appreciably increased 
their average yield on government 
bonds last year. 


Stephen Foster, economic adviser of 


New York Life, made quite an impres- 
sion last year in expounding the doc- 
trine that the companies should invest 
from day to day and month to month 
their available funds to get the best cur- 
rent yield on the theory that there is 
no improvement in yield in sight and 
that a policy of sacrificing present in- 
terest by keeping liquid and in a posi- 
tion to capitalize on some better future 
opportunity would prove to be a source 
of regret. 








Strong Plea for Independent Agent 


(CONTINUED FROM PAGE 1) 





independent agency system is its in- 
ability to provide adequate supervision 
or discipline. Mr. Dowell answered this 
by pointing out that the continuation 
of the independent status is no excuse 
for agency management to avoid the re- 
sponsibility of giving agents adequate 
training and direction. Agents welcome 
the right kind of supervision and that 
they want to be encouraged and led. 
When they don’t get it, it is usually 
the fault of’ thesagency manager. Either 
he ducks the responsibility or the 
agents have lost confidence in him. 
“Discipline and control are necessary 
for success in life underwriting, but I 
believe that they should be self-imposed. 
A new agent must learn how to disci- 
pline and control himself. For that rea- 
son, I think that there is a place for the 
employe-salary status for new agents. 


Salaries for New Men 


“I know of no better way to estab- 
lish high standards of selection in our 
business and limit the number of new 
agents a general agent or manager may 
employ in a given year than to require 
the payment of salaries to all new 
agents to justify the necessary direc- 
tion and control during a limited ap- 
prenticeship period and thus assure the 
early elimination of the unfit. 

“There is a magic of permanence at- 
tached to the term ‘salary’ that it does 
not deserve, as thousands of men, es- 
pecially when they have grown old in 
life, find to their sorrow. A salary is 
not guaranteed, excepting from month 
to month, and one of the advantages of 
paying salaries to new agents is that it 
permits and forces an early elimination 
of the unfit. The established trained, 
independent life insurance man enjoys 
an income much more stable and per- 
manent than does the man who is on 
‘even the surest of salaries,” Mr. 
Dowell asserted. 


Not in Same Category 


The apprentice agent and the estab- 
lished agent are not in the same cate- 
gory. The principal criticisms of the 
agency system by the TNEC were di- 
rected at the high turn-over of agents 
during their first one and two years in 
the business. There has been a tend- 
ency to lump the new agent with the 
experienced agent in considering a prob- 
lem which largely arises out of methods 
of selection, recruiting and training the 
apprentice agent. 

The new man is untried and he needs 
training. He cannot, under modern 
conditions, be expected to sell an ade- 
quate amount until he has learned how. 
It is often very difficult for him to learn 
and earn at the same time, and he 
should not be expected to do so. 

It is logical therefore to say that the 
new agent very properly should be re- 
garded as an employe, subject to close 
supervision and discipline during a lim- 
ited apprenticeship period, like the in- 
terne, until he demonstrates his fitness 
and qualifications for greater independ- 
ence,—until he qualifies for the right 
to enter business for himself. 

“T am, however, all for maintaining 
the independence of the established life 
underwriter and I think it would be a 
grave mistake if we were to drift into 
a ‘master and servant’ or ‘employer-em- 
ploye’ relationship,” Mr.- Dowell de- 
clared. 

“We can still maintain a real inde- 
pendent profession of our _ business 


through the independent agent-company 
arrangement, which has for its object 
permanency of service, inseparably as- 
sociated with loyalty of company to 
agent and agent to company. The pres- 
ent independent agent-company rela- 
tionship will tend to reduce expenses 
and at the same time elevate the busi- 
ness of life insurance. This loyalty is 
earned by both parties to the contract 
and it cannot be forced simply through 
greater control. 


No Place for Unions 


“Let’s not develop a situation where 
we are only members of a trade union. 
I am all for labor unions in their proper 
place, but their proper place is where 
the average man’s chance for success 
and financial returns are solely a pre- 
rogative of management and not de- 
pendent upon the individual skill or 
ability to manage himself in a business 
where his time is his own to do as he 
pleases. 

“I believe that changes in agents’ 
compensation within the frame-work of 
the independent contractor system are 
inevitable. Pensions and _ non-vested 
service fees, rather than renewal com- 
missions for a limited number of years, 
will probably become standard. Many 
companies now have pension plans in 
one form or another for soliciting 
agents. Is it possible that some com- 
panies which have not been able to set 
up adequate pension plans under their 
present system would have their agents 
become employes simply in order to 
qualify for a subsistence pension under 
social security? That, to my mind, 
would be like trying to burn down the 
barn to roast the pig. 


Wait on Social Security 


“IT am in favor of agents being in- 
cluded under social security, but I have 
some grave doubts about the wisdom 
of having them included under the 
present law which covers only employes. 
I am inclined to wait until all other 
professional and self-employed classes 
come under the law,’ Mr. Dowell said. 

Some advocates of the employe sta- 
tus for agents have said that the return- 
ing service man will expect greater dis- 
cipline and control because he is in the 
habit of taking orders. In answer to 
this contention, Mr. Dowell pointed out 
that developments in this war, notably 
aviation and commando tactics, have 
released the individual soldier from that 
bondage of lock-step which World War 
I seemed about to clamp upon him. 
Fewer men are pushed around. 


Want Freedom of Action 


“We recently asked our leading 
agents on leave in the armed forces, 
stationed all over the world, to write 
articles outlining the advantages of a 
life underwriting career from the view- 
point of service men. They all empha- 
sized that the average man in the serv- 
ice will welcome an opportunity to en- 
gage in a business which allows him 
complete freedom of action. They do 
not want any form of regimentation,— 
either the hard-boiled, the benign or 
benevolent varieties,’ he declared. 

“The point is sometimes made that 
agents should be paid salaries to com- 
pensate them for the extra service re- 
quired by policyholders because of the 
increased complexity of life insurance. 
However, career life underwriters capa- 
ble of rendering the highest type of 


service apparently prefer the independ- 
ent contractor status. Sometimes it 
seems to me that there is a certain 
amount of desperation-thinking in at- 
tempting to remove the independence of 
the established agent. Have we lost 
confidence in the fact that the selling of 
life insurance is a fine business? 


Compares Well with Retailers 


“When I listen to some of the 
speeches criticizing the present system 
and advocating all-out change, I am al- 
most aghast at the way the present 
agents’ job is ridiculed by some of the 
very men who are managing that job, 
As a matter of fact, if you compare the 
average agents’ job with almost any 
other retail business, the results in turn- 
over and in earnings are no worse than 
those of the average retailer, and better 
than many,” Mr. Dowell pointed out. 

For example, Dun & Bradstreet re- 
ports that in 1939 the average total take 
for the owners and officers of retail 
establishments was a little over $2,300, 
In addition to this, these average retail 
operations show a profit to the extent 
of $600. But those $600 must, of ne- 
cessity, be plowed back into the busi- 
ness or used to replace fixed assets 
which depreciate. 


Figures on Retailing 


According to an article in the March 
issue of “Nation’s Business” by Eric A, 
Johnston, president U. S. Chamber of 
Commerce, it requires $5,000 capital to 
get into a business on a sound basis in 
most retail undertakings. Even then 
30% of retail establishments fail in the 
first year, another 15% fail in the sec- 
ond year, by the end of the third year 
54% have folded up and by the end 
of five or six years only one out of 
five remains in business. 

Now, let us contrast this picture 
with that of the life insurance man. He 
has a relatively small capital require- 
ment. That capital is sunk not in fixed 
assets tied down to a location. The 
only fixed asset is his automobile which 
has wheels on it. If his first attempt to 
find a market fails, he can move his 
market. 


No Known Saturation Point 


“There is no known saturation point 
yet discernible in the life insurance busi- 
ness, and there is a tremendous margin 
of market available which rests wholly 
upon the persuasive power and ingenu- 
ity of the salesman. 

“A good life insurance man can step 
out and write $150,000, (certainly a 
nominal figure) of good persisting busi- 
ness and earn from $3,500 to $4,000 a 
year, out of which his expenses will 
perhaps run to $600 or $700. Accord- 
ing to the Sales Research Bureau the 
average agent produced twice as much 
business in 1944 as he did in 1934. Now 
I ask you, which man has the better 
business, economically or otherwise— 
the life insurance agent or the average 
retailer? 


No One Solution 


“The whole question seems to boil 
down to this: In each company the 
problems differ widely. Managements 
differ. Traditions and company policies 
differ. It is not possible, therefore, for 
anyone to say: ‘Here is the only way 
a successful distribution job can be 
done.’ We do not, however, want our 
business to end up with ‘just another 
controlled sales job’ in a cartelized in- 
dustry enjoying what Nehru once called 
‘The perfect peace of the grave and the 
absolute security of a cage.’ 

“The controversy over the employe 
status for ordinary agents seems to be 
due to either envy of the great strides 
of the industrial companies or is simply 
another manifestation of the old issue 
of freedom vs. security. Critics of the 
independent contractor system invafi- 
ably remind us that the weekly pre- 
mium agent is now making 40% of all 
the new ordinary sales as compared 
with 20% two decades ago. 

“Perhaps some of the ordinary com- 
panies did miss the boat when they 
overlooked the wonderful new market 
which was to become the domain of the 
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industrial companies. But that mistake 
was made 75 years ago.at least in the 
case of 25 companies which led in in- 
surance in force in 1870. No one of 
these companies entered the new indus- 
trial field and I think it is pretty well 
covered today. Moreover it is doubt- 
ful if the past rate of growth of the 
large industrial companies will continue 
and ‘there are indications that they may 
be nearing their leveling off point now.” 

“Today we have the opportunity to 
choose the road which we will follow 
in marketing life insurance. Let’s not 
surrender our freedom and desert the 
original conception of our job for some 
new cure-all plan which promises a 
fictitious security,” Mr. Dowell urged. 





Life Insurance Results 
by States Presented 





(CONTINUED FROM PAGE 2) 


New 
— In Force 
$ 

tStandard, Miss...... 413,178 1,746,398 
Standard, Miss....... 511,370 2,349,396 
(Comb.) 924,548 4,095,794 

(I) 6,718,696 11,568,915 

wants; “Cans 5337. 514,790 11,045,067 
(G) 2,167,863 3,734,727 

Security Mut., N. Y... 29,082 569,689 
Supreme Liberty Life. 272,758 555,857 
Security Life & Trust. 394,567 1,958,025 
(G) 175,000 546,000 

Security L. & A...... 142,785 1,069,180 
Shenandoah Life...... 2,356,193 12,427,065 
State Farm Life...... 43,347 739,052 
State Life, Ind....... 702,298 5,464,261 
Gate Mutual ........ 3,064,359 17,412,740 
United Benefit........ 1,157,000 4,222,285 
Union Central........ 841,802 19,889,803 
Union Prot., Tenn,. (I) 2,054,500 3,321,590° 
Universal Life........ 589,801 1,507,255 
Washington Nat...... 98,578 821,033 
(G) 2,340 52,687 

(I) 797,359 1,742,068 


Total—Ordinary ... 


122,952,506 1,020,296,314 
Total—Group ...... 


143,811,592 321,930,364 
Total—Industrial... 149,829,275 493,148,066 
Total—All Classes.. 416,693,373 1,835,374,744 
Fraternal, included in ordinary total. 
tIndependent Life Fund. 


ADDITIONAL KY, FIGURES 


Domestic Life & Acci.. 127,000 
(I) 2,619,221 


437,532 
5,325,513 





Progress Made in Tax 
Legislation Is Reviewed 





(CONTINUED FROM PAGE 3) 


calendar. With the exception of the 1% 
reduction the bill is substantially the 
same as the 4% level tax measure which 
was recently enacted. 

The new bill would apply only to life 
companies and would exempt all stipu- 
lated | premium companies, assessment 
associations and fraternals. It would al- 


.low the same credits as the new stat- 


ute, for percentage of investments. If 
Passed, it would not become effective 
until Jan. 1, 1947, It is understood that 
the new bill has the approval of the ad- 
ministration. 

Sn provision repeals the retaliatory 

w. 

The Employers Casualty of Dallas 
has filed suit in the Oklahoma county 
district court asking refund of $20,898 
Paid in premium tax to the state. The 
Plaintiff alleges that it is engaged in an 


interstate business and that the tax is 
in violation of the commerce clause of 
the federal constitution. The petition 
also alleges-that the Oklahoma retalia- 
tory law is unconstitutional. 


NEBRASKA DIRECTOR’S STATEMENT 


Although expressing the belief that the 
ebraska premium tax law with its dis- 
crimination between domestic and for- 
ign insurers, can be sustained in court, 
Insurance Director Fraizer of Nebraska 
in a letter to the governor said the sub- 
ject is so important that the legislature 
should study the matter and assume a 
Part of the responsibility for making the 
decision. 

The governor has referred Mr. Fraiz- 
ers letter to the legislative leaders. If 
the legislature decides that the tax equal- 
ization measure should be passed, he said 
the department will assist in drafting a 

ill. Mr. Fraizer remarked that many 
authorities believe that if the present 


law should not be sustained, any revenue 
temporarily lost could be recaptured by 
subsequent legislation. 

He mentioned that some states have 
enacted laws to relieve directors from 
personal lability by reason of paying 
taxes which might later be successfully 
opposed in the courts. Mr. Fraizer 
voiced the opinion that the fear on the 
part of directors as to any possible per- 
sonal liability is not justified but if the 
legislature feels that such legislation 
should be introduced, the department 
will assist. 

Prudential, he said, is the only com- 
pany so far that has actually filed court 
action to test the Nebraska laws but 
about six other companies have indicated 
an intention to go to court. Most of 
the foreign insurers paid their 1944 taxes 
in the usual manner and without con- 
troversy. A few, however, stated they 
were paying despite the fact they be- 
lieved that the law could be knocked out 
in court. 


Company Changes Mind 


One of the largest life companies had 
notified the department of its intention 
to go to court but later it announced that 
it was withdrawing from a contest. This 
illustrates the uncertainty in the minds 
of company attorneys and officers, he 
said. There is similar uncertainty on the 
part of supervising officials. Two or 
three states hastily enacted tax equaliza- 
tion legislation. Others started to do so 
and then abandoned the idea. 

Nebraska, he said, is traditionally com- 
mitted to the theory and practice of 
taxing foreign insurers at higher rates 
than domestic companies. 


N. H. TAX BILL SIGNED 


The New Hampshire tax equalization 
bill has been signed by the governor. 
It provides for a 2% premium tax on 
domestic as well as foreign insurers. 
Heretofore domestic insurers had not 
paid any tax. The bill also provides for 
a reduction in the annual fee from $150 
to $35. Domestic companies must pay 
this fee. Heretofore they were exempt. 
The bill also provides that domestic 
companies shall pay a fee of $2 for 
agents’ licenses. Before this legislation 
was adopted the fee was required to be 
paid by foreign insurers only. 


MAINE TAX IS EQUALIZED 


AUGUSTA, ME. — Governor Hil- 
dreth appeared personally before the 
legislature and called for passage of the 
bill to tax domestic insurance compa- 
nies on the same 2% basis as compa- 
nies of other states, and the measure 
was enacted by both houses and signed 
by the governor about two hours after 
it reached the floor of the house. The 
governor’s action was brought about by 
the prospect of the state losing over 
$750,000 annually through possible su- 
preme court action against discrimina- 
tion. 

He said the attorney general and 
other counsel had advised him the pres- 
ent tax differential probably would be 
considered by the courts to be discrim- 
inatory and would invalidate the pres- 
ent law. The old law taxed domestic 
companies 1%, or about $15,000, of pre- 
miums written and companies of other 
states 2%, or $782,000. 


— 


N. J. MEASURE IS PASSED 


The Reiffin-Barton measure, revised 
to provide a seven year period of di- 
minishing tax payments by Prudential 
and Mutual Benefit Life, has been 
passed by both houses in the New Jer- 
sey legislature and now goes to Gov. 
Edge. 

The measure changes the tax sched- 
ule not only for Prudential and Mutual 
Benefit, but for all insurance compa- 
nies doing business in New Jersey. The 
sections on life insurance company 
taxes embody a compromise agreement 
worked out last week by the city of 
Newark. 

Instead of the 70% tax rate reduction 
Over a period extending through 1952 
the measure grants domestic life com- 





panies local tax credits toward their 
state tax based on a sliding scale. 





Chicago Weidenborner Lunch 


W. W. Grosser, Guardian Life general 
agent at Chicago, gave a luncheon there 
Wednesday for Vice-president Frank 
Weidenborner who was en route to New 
York after a six weeks trip to the coast. 
Also present were John C. Slattery, di- 
rector of agencies for the area, and E. 
N. Oistad, St. Paul, general agent, and 
Joseph Hilbe, Davenport general agent. 


Refuses to Review Franklin Case 


WASHINGTON — The Supreme 
Court has denied writ of certiorari to 





review case No. 959, Franklin Life vs. . 


Maude M. Heitchew, involving the 
question of presumption against suicide 
being treated as substantial evidence. 





Royalty Proposal Discarded 


Secretary of Labor Perkins has elim- 
inated from the 18 demands of the 
United Mine Workers the one propos- 
ing a 10-cent per ton royalty on coal 
produced, the proceeds to be used for 
miners’ health insurance, hospitalization 
and medical care. She said that such a 
proposal should be made, if at all, be- 
tween wage conferences and long study 


given to it and a good deal of advance 
private conversation. 


Register Life Lien to Be 
Entirely Liquidated Soon 


Occidental Life of California has 
made the tenth consecutive yearly re- 
duction in the lien against Register Life 
policies, and it announces that the en- 
tire lien will be liquidated as of June 30. 

Register Life was taken over by the 
former Guaranty Life of Davenport in 
1943, with an original lien of 50%. Two 
small reductions were made in the next 
three years, which brought the lien to 
44.8%, at which it stood when Oc- 
cidental Life reinsured Guaranty Life 
in 1937 and took over the management 
of the Register Life fund. 

Since that time, Occidental has noti- 
fied Register policyholders at the first 
of each year of another reduction in the 
lien. The current reduction is the tenth 
straight, and during these years a pol- 
icy lien of $100, for example, would 
have been reduced to $3.80. 

The reinsurance agreement gives Oc- 
cidental the privilege of reducing claim 
payments a proportionate amount but 
this will not be done. Death claims will 
be paid in full. There will be a reduc- 
tion in premiums on practically all poli- 
cies after June 30. 
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Life Insurance in Force 


$1,013,019,649 


(Highest in history—a 14.1% gain) 


AMI is oR 


. + $122,624,617 


(Highest in history—a 17.4% gain) 


New Paid Life Insurance $136,432,990 
(Highest in bistory—a 5.9% gain over 1943) 


Total Premium Income 


- $29,940,318 


(Highest in history—a 31.1% gain) 


Capital and Surplus 


$8,175,715 


(Highest in history—a 38.1% gain) 


Accident & Sickness 
Premium Income 


$4,949,936 


(Highest in history—a 60.7% gain) 


Payments to Policyholders $12,173,000 
(Highest in history—a 23.5% gain) 
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Use Revision Not Discontinuance 


In a survey of the life insurance field 
there are some interesting differences 
that have crept out in the way of com- 
pany policy. For example, a certain 
insurance contract or plan as originally 
laid out or perhaps with some subse- 
quent amendments has proved unprofit- 
able. It was, however, a salable piece 
of merchandise, if it could be called 
that. With most companies the deci- 
sion was to discontinue that particular 
policy. 

Others took a different viewpoint. 
They regarded it as a service that life 
insurance companies owed the public. 
As originally planned and rated it had 
been unsuccessful. Therefore some 
companies took the ground that instead 
of abandoning a plan entirely and thus 
taking it away from the selling forces 
they should haye their actuaries, legal 
or other technical departments review 
the situation and bring out a contract 


that would be perfectly safe but would 
cost more. There would have to be a 
revision perhaps in settlement options, 
etc. Companies that followed the lat- 
ter policy were able to have these con- 
tracts left with the agents and while in 
a way the salability might have been 
impaired to a certain extent yet there 
was a continuous demand for them and 
agents were able to sell them with con- 
siderable success. 

The management of such companies 
undoubtedly felt that in cases of this 
kind these contracts should be revised, 
revamped, rerated and put on a profit- 
able basis. Life insurance, they held, 
should not discard them but should ac- 
knowledge the fact that they did owe 
the public this form of protection. It 
was the company responsibility to put 
the proper price on the contract and 
also to provide provisions that were safe 
and yet salable. ' 


Making Life Worth Living 


There are some modern devices that 
are very useful and enable people to 
maintain their equilibrium and good na- 
ture. One of these is the typing of a 
man’s name under his signature at the 
close of a letter. Some signatures look 
very much like chicken tracks. At times 
there is nothing on the letterhead to in- 
dicate the man’s name and unless it is 
typed beneath his signature considerable 


time is employed in endeavoring to solve 
the name mystery. It would take but a 
moment to type a name underneath the 
signature. We suggest that those who 
fail to do this be obliged to enter de- 
fense work or fight. 

Here is a suggestion for post-war 
planners. It is proffered by reason of 
a desire to lessen profanity and nerve 
disorders. 


A Thought on Postwar Planning 


There is much being written and said 
these days regarding post-war planning. 
A great deal of it is academic, some 
quite visionary, some impractical but 
now and then a vein of gold is found in 
a recommendation or suggestion. 

So far as insurance is concerned, cer- 
tainly one of the most important steps 
to be taken in the post-war era will be 
the revamping and reorganization of 
company personnel and especially the 
official list. There has been a wide gap 
made by young men going into the serv- 
ice and it will require much time for it 
to be bridged. Companies have had to 
make sacrifices in that many young men 
going into the service were in line for 
promotion and were looked upon as most 
desirable talent for higher positions. 

One of the most important duties of a 
chief executive of an insurance company 
is to see to it that the line of progression 
is not severed. That is, there should be 
at all times men in the service that would 
be able to take positions of moment. It 


pays a company to school and train its 
own men if possible and not go outside. 
There is much value in an office taking 
young men early in their careers, getting 
them well grounded, well acquainted 
with the mechanics and doing every- 
thing possible to elicit loyal and faithful 
service. 

Too many organizations take too long 
before injecting new blood into them. 
There are too many old men at the top. 

There will be a great opportunity now 
for talented, hard working young men to 
work upward and fit themselves for im- 
portant executive work. Nearly every 
institution needs strengthening. The 
young men returning from the service 
will offer unusual attractions because of 
the experience they have passed through. 
They have learned how to get along 
with men. Some of them have had to 
supervise men. Others have learned re- 
search work in different ways. They 
have had to be ingenious and resource- 
ful. In many ways they have gone far- 


ther than they would had they remained 
in their old time jobs. 

Naturally there will be competition 
for these men of special ability, who are 
ambitious and give every promise of 
growth and increased strength. 

Often chief executives take too much 


for granted in organization work. They 
do not preparé for the future as they 
should. 

Important post-war planning there. 
fore, in our opinion, will be much 
needed in the way of organization bol- 
stering and rejuvenation. 








PERSONAL SIDE OF THE BUSINESS 





The Chicago “Tribune,” which runs 
sketches of Americans on the battle 
fields done by Artist Gary Sheahan, the 
other day ran a sketch of Sgt. Tom 
Parkinson, an operation sergeant in the 
80th division. He is a son of Nellis P. 
Parkinson, acting insurance director of 
Illinois. 


M. Allen Anderson, first vice-presi- 
dent and director of agencies of Re- 
public National Life, at the recent Chi- 
cago meeting of the Sales Research 
Bureau, was chosen for a_ three-year 
term as committeeman for the bureau 
group of supporting companies up to 
$150 million insurance in force, to help 
plan the annual meetings of that group 
and study its peculiar problems. 


George Williams, John Hancock as- 
sistant manager at Hartford, writes 
about 164 letters a week to boys in the 
service who formerly were members of 
a Boy Scout troop which he organized 
23 years ago. Four have been killed in 
action and three are missing. 

William L. Pope, manager at San 
Juan, P. R., of Union Mutual Life, has 
been elected president of the San Juan 
Country Club. — 

Boyd N. Everett, treasurer of Con- 
tinental Casualty and Continental As- 
surance, is on a Pacific Coast trip. 


President John J. King of Hooper- 
Holmes Bureau has returned to his of- 
fice after a two months’ vacation at 
Miamj Beach, Fla. 


E. B. Thurman, Chicago general 
agent of New England Mutual Life, is 
still confined to his home, 2008 Harrison 
street, Evanston, IIl., following an oper- 
ation for gallstones some weeks ago. He 
expects to be able to report to his office 
in about 10 days. 


W. G. Colmery, agency director of 
New York Life, who served as chair- 
man of the Red Cross drive in Duval 
county, Fla., reported at a dinner meet- 
ing of workers at Jacksonville that the 
total subscribed exceeds $440,000 against 
a quota of $408,000. 


Grover C. Outland, district manager 
at Norfolk, Va., of Mutual Life, has 
been elected to the legislature to fill a 
vacancy. 

President John J. King of Hooper- 
Holmes Bureau has returned to his of- 
fice after a two months’ vacation at 
Miami Beach, Fla. 


A. Van Goldman, manager of the La 
Salle ordinary agency of Prudential in 
Chicago, is celebrating his 25th year in 
the business, all the time with Pruden- 
tial. He started as agent at Minneap- 
olis after experience selling furniture 
and then securities. He was appointed 
assistant manager there in 1924, and 
moved to Chicago as manager in June, 
1927, starting from scratch. Manager 
Goldman has built a very successful 
agency, with a staff of 35 or more, in- 
cluding several assistant managers. 


These include Martin J. Bowens, who 
has been with Mr. Goldman since 1931; 
Robert J. Murphy, who for five years 
was in the industrial department and for 
the last eight years with Mr. Goldman: 
Robert A. Cameron, 22 years with Pry. 
dential and 17 with Mr. Goldman, and 
Don K. Alford, now a lieutenant (j.g,) 
in the navy who went with Manager 
Goldman in 1936 after five years in the 
industrial department. A special sales 
campaign in Mr. Goldman’s honor js 
being conducted. 


DEATHS 


Hubert Boyles, an agent of National 
Life & Accident in Louisville for eight 
years, died there. 

Jesse M. Tindall, 76, special agent in 
central Indiana of Federal Life & Cas- 
ualty for 15 years, died after an illness 
of two years. 

W. C. Carpenter, 65, president of Vir- 
ginia Life & Casualty of Richmond, died 
there. He served 24 years as a member 
of the Richmond common council, six 
as. its president. 

Dr. J. Raymond Schutz, 64, president 
of Standard Life of Indiana 1937-1944, 
died from a heart attack. He was head 
of the social science department at Man- 
chester College for 22 years, a minister 
of the Brethren church for 25 years and 
delivered 12,000 lectures during his life, 
three of them the day before his death. 
He was governor of the Indiana district 
of the Kiwanis Club in 1929 and a men- 
ber of the international board of Kiwa- 
nis for three years, president of the In- 
diana Council of Religious Education 
for eight years and Republican nominee 
for Congress from his district in 1932. 

George P. Burnett, 49, associate gen- 
eral agent of Guarantee Mutual Life in 
San Antonio, died after a brief illness 
from pneumonia. He had been in life 
insurance work about seven years. 

Frank H. Marquis, 77, president of Na- 
tional Masonic Provident, Mansfield, 0,, 
died there. He had been a director of 
the company since 1907, and was elected 
vice-president in 1924. He was honored 
with the 33rd degree in Masonry m 
Detroit more than 30 years ago, and at 
his death was grand treasurer of the 
grand council of Ohio, an office he had 
held for many years. 

Edwin M. Williams, 55, for many 
years a Little Rock life insurance agent 
died in the Army-Navy General Hos 
pital at Hot Springs. He was a grad 
uate of Princeton University and_for 
merly was on the staffs of the Balti 
more “Sun” and the Arkansas (Little 
Rock) “Gazette.” In recent years, he 
had been with Pyramid Life of Little 
Rock. : 

Pfc. Harry A. Rosskopf, Jr., 38, for- 
merly with the St. Louis agency 
Lincoln National Life, who suffered 4 


———, 
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heart attack in Washington, D. C., was 
the first Lincoln National Life associ- 
ate to die while in military service. He 
joined the company in 1937. 


COMPANIES 


Guardian Life Launches 
Weidenborner Month 


Guardian Life in April is conducting 
its campaign to honor Agency Vice- 
president Frank F. Weidenborner. The 
goal this year is to exceed the volume 
of submitted business for any previous 
Weidenborner month. ; 

Agencies have been grouped into four 
zones of approximately equal production 
strength based on past performance. 
Each zone is sponsored by an officer of 
the company who will be responsible 
for his own zone’s volume, they being 
Vice-president John L. Cameron; Vice- 
president and Actuary Joseph C. Barn- 
sley; Dr. M. B. Bender, medical direc- 
tor, and Underwriting Secretary Ed- 
ward P. Ruge. 

The campaign was opened when the 
New York metropolitan field staff held 
a business meeting and dinner. In the 
afternoon, the new optional settlements 
were discussed by Mr. Barnsley and 
Manager James Elton Bragg. Agency 
Director George L. Mendes presided. 

The principal speaker in the evening 
was President James A McLain. Chair- 
man was Manager J. A. Rooney, chair- 
man of the metropolitan division man- 
agers committee. Mr. Rooney presented 
Manager L. B. Lasko, who explained 
the mechanics of the campaign. 

















Loarie’s Duties Increased 
by Washington National 


John L. Loarie, second vice-president 
of Washington National, has been named 
assistant to Executive Vice-president 
Curtis P. Kendall in the management of 
the company’s industrial department, 
both in the home office and field. 

Mr. Loarie has been with the company 
26 years in various capacities in the 
home office. In addition to his new du- 
ties Mr. Loarie wil continue in active 
charge of Washington. National’s west- 
ern territory. 





Norman Smyth to Home 
Office Post of National 


_Norman Smyth, formerly agency as- 
sistant for his brother, Harold Smyth, 
Hartford general agent of National Life 
of Vermont, prior to joining the Red 
Cross, has been appointed a member of 
the agency department at the home of- 
fice. Mr. Smyth joined National Life 
in 1934 in New York and in 1936 be- 
came an agent in Hartford, later in the 
same year becoming agency assistant. 
In 1942 he volunteered for service with 


‘the Red Cross and the past 19 months 


has been serving as a field director. 





Woolery Named Actuary 
of Union Labor Life 


J. M. Woolery is resigning as actuary 
of the North Carolina insurance depart- 
ment to become actuary of Union La- 
bor Life of New York. He will take 
the place of Morris Pike, who recently 
Joined John Hancock Mutual Life. 





Texas Prudential Advances Two 


J. W. Dickey has been elected vice- 
President of Texas Prudential in charge 
of the claim department, and Conway 
Becker has been elected secretary. 





Shipp Elected Treasurer 


Reuben: H. Shipp, assistant treasurer 
of Commonwealth Life, has been 
elected treasurer to succeed Dan G. 
Roach, who retired. Mr. Shipp joined 
Commonwealth in 1925. He has been 
head bookkeeper, assistant auditor, cash- 


ier, and assistant treasurer since Febru- 
ary, 1942. He is a graduate of William 
Jewell college. 





Ohio Farm Bureau Promotions 


The Ohio Farm Bureau Companies 
have appointed P. L. Thornbury home 
office attorney, handling general legal 
matters in conjunction with the law 
firm of Ballard & Dresbach, general 
counsel. John W. D. Moore, claims su- 
pervisor for four years, has taken over 
Mr. Thornbury’s former duties. - 





American National Reports 


American National in its annual state- 
ment reports $1,243,286,039 insurance in 
force and assets totaling $148,239,724. 
Surplus to policyowners was increased 
to $19,523,666. Fifty-four percent of 
assets consists of cash or government 
bonds. 

Production by ordinary agencies was 
the best in history and 1945 totals thus 
far are well ahead of those of last year. 

War claims during 1944 amounted to 
$1,105,374. The company now has $4% 
million in its special reserve for epi- 
demics and mortality fluctuations. 

Total income in 1944 was $38,076,312. 





Report on Baptist Mutual 


Baptist Mutual Life, an assessment 
legal reserve company of Chicago, had 
assets at June 30, 1944, of $171,095 and 
unassigned funds $5,851, according to 
the report of an examination by the II- 
linois department. E. A. Eklund, presi- 
dent, treasurer and legal adviser, is the 
principal operating officer. Insurance in 
force amounted to $519,812. 





Stair Assistant State Agent 


Dudley D. Stair has been appointed 
assistant state agent at Seattle by State 
Agent Hans O. Clasen of John Han- 
cock. Mr. Stair has been unit manager 
of the Seattle agency since 1942. 


SALES MEETS 


Penn Mutual 
Leaders Confer 


Leading producers of Penn Mutual 
Life met at the home office when the 
President’s Club 
officers gathered 
for a two days’ 
conference with 
John <A. Steven- 
son, president. Mr. 
Stevenson held 











meetings with his 
field consultative 
group, the _presi- 
dent’s cooperative 
committee of 
agents. The com- 
mittee also held 
sessions with the 
staffs of t h e John A. Stevenson 
agency, underwrit- 


ing, financial and legal departments. 

At the main meeting Mr. Stevenson 
gave the same review report to these 
representatives that he makes to the 
trustees, analyzing such problems as 
mortality experience, interest and re- 
serve, and the details of the annual 
statement. It is known as the report 
to “the company’s trustees in the field.” 

Mr. Stevenson’s supporting staff for 
the sessions included Vice-presidents 
Malcolm Adam, Wallis Boileau, Jr., E. 
Paul Huttinger, William H. Bodine and 
Samuel B. Scholz. 





Conn. Mutual Agency Heads Meet 


Connecticut Mutual is holding an 
agency building round table for general 
agents at the home office April 12-14. It 
is under the direction of Vincent B. Cof- 
fin, vice-president and superintendent of 
agencies, assisted by Fred O. Lyter, as- 
sistant superintendent, and Richard E. 
Pille, agency assistant. 

The program includes such topics as 








recruiting, training, financing new men, 
teaching of prospecting habits, work 
habits and salesmanship, coaching in the 
field, development of brokerage busi- 
ness, programming, business insurance, 
and employe insurance plans. 

Those attending are A. J. Gillette, 
San Diego; Thomas T. Harrison, Jr., 
Baltimore; Nelson R. Korb, Harrisburg; 
Leonard L. Lenz, Columbus; D. Con- 
rad Little, Richmond; Walter W. Peter- 
son, Fort Waynes; James T. Purves, 
Albany; Floyd A. Rosenfelt, Toledo; 
Lloyd Silberger, San Antonio, and 
Frank H. Wenner, Utica. 





Van Winkle Agency Congress 


The Kelloge Van Winkle agency of 
Equitable Society in Los Angeles held 
a one-day sales congress at the end of 
the March campaign, which resulted in 
$1,250,000 of new business. Vice-presi- 
dent A. B. Dalager was the leading 
speaker. Stanwood Newell of the agency 
spoke on “Following the Money” and 
Mr. Van Winkle gave a talk on Par- 
kinson month activities. About 50 as- 
sociates of the agency were in attend- 
ance. 


Reliance Life Michigan Rally 


_ T. J. . McKenna, vice-president of Re- 
liance Life in charge of underwriting, 


was the principal speaker at the ban- 
quet of the Ray H. Wertz agency in 
Detroit. The Michigan branch had the 
largest paid-for volume in its history 
in 1944 and was second only to the 
home office agency, while its production 
from new men led the company. Mr. 
Wertz was praised for inducting 10 new 
men during the year. 

H. T. Burnett, vice-president, and 
Howard Walters, chief of the claim de- 
partment, spoke at an all-day sales 
meeting, together with Mr. McKenna 
and several Detroit agents. Seventy 
agents from over the state attended. 


AGENCY NEWS 











Jeff Gros Agency Wins 
Top State Mutual Honors 


The first presentation of the Presi- 
dent’s Cup, annual award of the State 
Mutual Life, for outstanding agency 
achievement was made with President 
George Avery White personally pre- 
senting the cup to the Jeff Gros agency 
of Memphis. 

The cup is the highest State Mutual 
honor that an agency can win and is 
awarded annually to the agency which 
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in the opinion of a committee appointed 
by the president, has made the most 
outstanding progress during the pre- 
vious year. Factors considered include 
paid business, increase of insurance in 
force, persistency of business and vol- 
untary terminations, new business cost 
per thousand, new organization and 
average production per full time agent. 

In 1944 the Gros agency had the 
largest increase of insurance in force 
and stood second in new paid business. 
Isaac Loskove led the company in paid 
business and three other associates at 
Memphis, Oscar Hurt, Jr., John F. Luc- 





chesi and L. Lloyd Ramsey, were 

among the first 10. 

Sixteen Oklahoma Qualifiers 
Sixteen Oklahoma agents of New 


York Life qualified for educational trips 
at company expense to the home office 
in connection with its 100th anniversary, 
in a 10-month campaign which opened 
April 12, 1944. The trip has been post- 
poned due to wartime travel restric- 
tions but will take place as soon as the 
company gets the green light from the 
government. 





Earl Brink’s Lake Cruise 


Earl B. Brink, of Detroit, Michigan 
manager of Mutual Benefit Health & 


Accident and United Benefit Health, 
will hold his annual lake cruise May 
31-June 3, for members of his agency 
and guests. The trip will include 
Georgian Bay and Mackinac. There will 
be a good sized delegation from the 
home office and a number of managers 
from other states will be on hand, in 
some cases accompanied by some of 
their agents. 





Honor Masterson’s 35th Year 


William H. Masterson, Newark man- 
ager of Equitable Society, was tendered 
a testimonial dinner by his associates in 
honor of his 35th anniversary with the 
company. The results of a four-weeks 
new business campaign were announced 
by District Manager Edward C. Bock, 
and Justin Warbasse presented a gift to 
Mr. Masterson on behalf of his associ- 
ates. Greetings from the home office 
were extended by Vice-president H. A. 
Yoars. 





Wickes in Milwaukee 


H. B. Wickes, vice-president of Se- 
curity Mutual Life of Binghamton, at- 
tended an agency meeting conducted by 
Milton Polland, Milwaukee general 
agent. He predicted an increase in life 
insurance sales after the war, particu- 
larly to servicemen who have been made 
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insurance conscious through the acquir- 
ing of National Service Life Insurance 
and will be seeking additional financial 
security through private insurance pur- 
chases. 


AGENCY CHANGES 


Wells to Boston 
for Prudential 


Prudential has promoted Reginald D. 
Wells, assistant manager of the Cleve- 
land ordinary 
agency, to man- 
ager of the Boston 
ordinary agency. 











Mr. Wells. suc- 
ceeds Frederick 
W. Fair, who has 


been manager at 
Boston since 1934. 
Mr. Fair is being 
transferred to the 
Portland, Me., ordi- 
nary agency. 

graduate of 
Kenyon College, 
Mr. Wells entered 
life insurance in 
1926. He was appointed a special agent 
in the Cleveland ordinary agency of Pru- 
dential in 1934 and was later promoted 
to assistant manager. Mr. Wells at- 
tended the Sales Research Bureau school 
in agency management and recently has 
been assisting in conducting classes in 
agency management. 

Agency Assistant E. G. Robertson of 
the Denver ordinary agency and Special 
Agent Willard A. Guerber of the De- 
troit ordinary ageicy have been named 
assistant managers. James W. Peacock, 
assistant superintendent of the Santa 
Monica, Cal., industrial district office, 
has been appointed assistant manager of 
the Los Angeles “A” ordinary agency. 


Named Home Life of N. Y. 
Aid at Philadelphia 


Albert G. Edwards has been named 
assistant manager of the Home Life’s 
Joseph E. Boettner 
agency at Philadel- 
phia. 

Mr. Edwards has 
established a _ suc- 
cessful record in 
personal _ produc- 
tion. Prior to his 
association with 
Home Life, he had 
a successful back- 
ground of experi- 
ence in the train- 
ing and developing 
of men in_ sales 
work in another 
field. 

The appointment is in line with Home 
Life’s policy of placing in positions of 
management men from its own organ- 
ization. 


Eccarius Named by Lincoln 
Natl. at Sioux Falls, S. D. 


George Eccarius has been appointed 
Sioux Falls, S. D., general agent of Lin- 
coln National Life. Mr. Eccarius will 
have headquarters at 315 Paulton build- 
ing, Sioux Falls, and will operate in the 
entire state. 

Mr. Eccarius has been since 1938 as- 
sistant manager in charge of the Sioux 
Falls office of Prudential. 





R. D. Wells 








A. G. Edwards 








H. E. Nyhart Resigns Conn. 
General Indianapolis Post 


Howard E. Nyhart has resigned as 
manager of Connecticut General Life in 
Indianapolis, effective June 1. Becom- 
ing manager in 1933, within five years he 
had raised the agency’s production until 
it ranked 12th in volume for the entire 
country. It has been cited for outstand- 


ing achievement. Under Mr. Nyhart’s 
training this agency has furnished four 
branch managers for the company. 

Mr. Nyhart became a C.L.U. in 1931 
and served one year as president of the 
Indianapolis chapter. He has taken a 
very active part in association work and 
has served as president of the Indiana 
Association of Life Underwriters and 
also of the Indianapolis association. Be- 
fore going with Connecticut General, he 
had been assistant manager of Equitable 
Society in Indianapolis for 12 years. 





Parmenter Named at Omaha 


Farmers & Bankers Life has named 
H. O. Parmenter as general agent at 
Omaha in .the Barker building. 

Mr. Parmenter has had about 16 years 
experience in the business. 





Federal’s Iowa Appointments 


Federal Life has appointed Russell H, 
Bales division manager and C. Art 
Ruebsam sales manager for Iowa with 
headquarters in Des Moines. 

Mr. Bales has been general agent of 
Alliance Life in Des Moines since 1943 
and previously was at the home office 
of American Mutual Life. Mr. Rueb- 
sam has been with Alliance Life since 
1940 as district manager and formerly 
represented People’s Life. 





New Cobb Agency Setup 
Reginald H. MacMinn has _ been 
named agency manager of the Winslow 
F, Cobb agency of Connecticut Mutual 
at Boston, acting for Mr. Cobb, who 
has been in the marines the past year. 
Luman G, Clogston is named brokerage 
manager. Heretofore the affairs of the 
agency have been handled by a commit- 
tee consisting of Mr. MacMinn, Mr. 
Clogston and Harold W. Chader. The 
latter was recently made Connecticut 
Mutual manager at Springfield, Mass. 
Mr. Cobb is receiving final training at 
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Eagle Pass, Tex., in night fighter con- 
trol work. 

Mr. MacMinn is national. committee- 
man of the Boston Association of Life 
Underwriters. : 


Van Winkle Agency Shifts 

Kellogg Van Winkle, manager of 
Equitable Society in Los Angeles, has 
transferred B: H. Fiehler, district man- 
ager at San Diego to the agency head- 
quarters in Los Angeles as an_assist- 
ant. Leland Watson of Holtville has 
been named district manager at San 
Diego. Clifford Miller has been named 
assistant manager of the agency. Har- 
old E. Kay, who completed seven pen- 
sion trust cases in 1944 has been placed 
in charge of the pension trust depart- 
ment. 





Thompson Regional Manager 


S. Morris Thompson has been ap- 
pointed regional manager of Franklin 
Life at Pittsburgh. This is the first ap- 
pointment in Pennsylvania since Frank- 
lin entered the state. Robert M. Roth- 
rock will be general agent at Altoona. 





Fred W. Banfield has been appointed 
group home office sales representative 
at the Buffalo agency of John Hancock 
Mutual Life. He was formerly with 
the New York group office. 


NEW YORK 


ACTUARIAL ADVISERS MEET 











The veterans administration actuarial 
advisory committee is scheduled to 
meet in New York April 6 to consider 
general matters related to National 
Service Life or U. S. government insur- 
ance. 





PREPARE FOR 7TH DRIVE 


The payroll savings committee of the 
New York City Life Underwriters As- 
sociation has volunteered its services to 
the Treasury for the seventh war loan, 
according to John M. Fraser, Connecti- 
cut Mutual, chairman. 

The committee is setting up company 
quotas in 674 business firms for the ad- 
vance payroll savings campaign, which 
begins April 9. 

The committee also will assist in the 
Organization of rallies and meetings in 
these 674 firms. 

For many of the members, this will 
be the seventh successive bond cam- 
paign. 


_L, G. SIMON TO SPEAK 


The April 11 dinner meeting of the 
Life Insurance & Trust Council of 
North Jersey will have as its speaker 
Leon Gilbert Simon of Equitable So- 
ciety, New York City, business insur- 
ance authority. The meeting will be 
at the Downtown Club, Newark. 





HAS EXCELLENT FIRST QUARTER 


An excellent first quarter is reported 
by the Vanderbilt branch of New York 
Life with $114 million new business 
paid for, well ahead of last year. Agency 
leaders are Henry Erdrich, William 
Peshkin, L. L. Lifshay, William Mc- 
Manus, and Franz Ascher. Irwin Ol- 
shan and Clifford McLaughlin of the 
new agency organization did outstand- 
mf work. G. T. Aranyi is agency di- 
rector. 





PATTERSON TO SPEAK 


Alexander E. Patterson, executive 
Vice-president Mutual Life, will be the 
guest speaker at the New York City 
Life Underwriters Association meeting 
April 12 at Hotel Pennsylvania. Mr. 
Patterson will speak on “Life Insurance 
anagement—a Responsibility and a 
Challenge.” The meeting will be at 3:30 
®.m. for members only, without charge. 


SB.L.I. BILL LOSES OUT 


_Life insurance people were much re- 
lieved when the New York legislature 
adjourned without passing the bill that 


was sponsored by the savings banks to 
extend the amount of savings bank life 
insurance that might be placed on one 
life from $3,000 to $7,500. 





TRADE UNION AGENCY MOVES 


The Trade Union Insurance Agency 
has moved to larger quarters at 17 East 
49th street, New York City. 


CHICAGO 


McKEOUGH NAMES ASSISTANT 


Irene M. Pemberton, cashier and a 
senior employe in the Chicago branch 
office of Occidental Life of California, 
has resigned and been appointed agency 
secretary by A. E. McKeough, who has 
just been named general agent by that 
company and is opening a new agency 
at 6469 Sheridan road, Chicago. She 
was connected with the Occidental staff 
in Chicago for a number of years and 
before that with Indianapolis Life and 
Stumes & Loeb, general agents Penn 
Mutual in that city. 














FEDERAL ON 44-HOUR BASIS 


The home office of Federal Life of 
Chicago started operating on a 44-hour 
week basis, Monday. By a vote of the 
employes it was decided to remain 
closed Saturday and to lengthen the 
working day Monday to Friday from 8 
a. m. to 5:30 p. m. Commiserations are 
being extended to Assistant Secretary 
T. Loyal Anderson, who resides at 
Woodstock, IIl., 50 miles away, and op- 
erates a hunting preserve there. He 
now takes a train from Woodstock at 
6:30 a. m., and gets back there at 7:30 
p. m. 





NUFER SUPERVISOR FOR EDWARDS 


John F. Nufer, district supervisor of 
Aetna Life in Rockford, Ill., has been 
assigned to the Chicago general agency 
of R. S. Edwards as a supervisor. He 
serves to complete the supervisory staff 
which recently was depleted by the ap- 
pointment of Paul M. Williams, assist- 
ant general agent, as Indianapolis gen- 
eral agent. 

Mr. Nufer is a graduate of University 
of Wisconsin, with a master’s degree in 
sociology. He is a native of that state 
and formerly resided in Madison. He 
has been in life insurance selling for 
four years, having started with the C. 
Dee Walker general agency of Equit- 
able Life of Iowa at Rockford, with 
which he was connected for three years. 

The other members of the Edwards’ 
agency supervisory staff are Herman A. 
Borchers, assistant general agent and 
brokerage manager, and William Nel- 
son and John Rinkle, supervisors. 





PENSION TRUST BUSINESS 


Some general agents writing pension 
trust business have had enough experi- 
ence now to decide quite accurately 
whether the plan proposed will be ap- 
proved by the Internal Revenue Depart- 
ment. In almost all cases the employer 
is asked to have his attorney look over 
the proposal. Then again some general 
agents submit the plan to their home 
offices for scrutiny before sending the 
completed plan to Washington, D. C. 
The legal departments of most home of- 
fices are now pretty well informed as 
to what can and what cannot be done. 

In spite of the large amount of pen- 
sion trust business that has been writ- 
ten it is still a growing part of the 
business. Agents that heretofore have 
not entered this field are now attempt- 
ing to get in close touch with prospects. 
With the expert help that is available 
the number of cases returned by the 


Internal Revenue Department have 
grown less and less. . 
One of the difficulties confronting 


some pension trust cases is that a com- 
pany may be willing to write the life 
insurance part of the contract but will 
shy at the annuities. This has resulted 
in some cases in a division of the spoils. 
There may be an agreement between 
two companies whereby one will take 





the annuities and let the other company 
have the life insurance end. Usually 
the company writing the annuities will 
expect some reciprocal advantage in 
the way of reinsurance or other con- 
tribution from the original company. It 
is found in most cases that the annuity 
provision is used where the employe 
cannot pass physical muster. There- 
fore companies taking these annuities 
declare that they have a selection in 
their favor. ‘Usually an annuity means 
a prolongation of life. Where there is 
some impairment the life period may be 
reduced. 

Annuities, for example, under previ- 
ous ratings were unprofitable. There 
needed to be a less return and the pro- 
visions undoubtedly had to be revamped. 
The returns may be considerably less 
than heretofore. Yet people recognize 
that annuities are safe and sound. Peo- 
ple are not looking so much for sub- 
stantial returns in a-case of this kind 
as they are for as perfect security as 
can be established. 





ZERN FETED ON ANNIVERSARY 


Albert J. Zern, Chicago agency man- 
ager of Northwestern National Life, was 
honored on his fifth anniversary in that 
post at a luncheon of all the Chicago 
branch agencies. The luncheon fol- 
lowed a business session at which Ray- 
mond J. Wiese, manager of Chicago 


branch agencies, explained Northwest- 
ern National Life’s new rates. 

Mr. Zern has been in life insurance 20 
years. He now has 12 full-time produc- 
ers and in the first three months of 
1945 his organization wrote $537,186 in 
new business. The Waukegan agency 
came second with $325,931. and the In- 
dependent agency wrote $255,464, mak- 
ing a $1,118,581 three month total or ap- 
proximately $34,000 per man for the 


agencies under Mr. Wiese’s general 
management. This is double last year’s 
figure. t 


Mr. Wiese, who will enter his 25th 
year in the business in June, has been in 
his present post for six years. Of the 
29 full time men under him 17 have been 
with him for five years or longer. In ad- 
dition the agency has 12 men in service. 
Other agencies are being planned. 

V. Joseph Hultman, Waukegan, is 
leading the Chicago branch agencies, In 
his first six months in the business he 
wrote 157 lives for $497,531. Patrick 
Navin has written an application a week 
for 835 consecutive weeks while Onnie 
Bridges has a 121 week record. 








New Ind. License Clerk 


William Kleinhelter has been ap- 
pointed license clerk in the Indiana in- 
sugance department, succeeding Oakley 
Allen. 














Making Good Our Promises... 


Our “Builders of Men” plan was inaugu- 
rated ten years ago by Vice President 
A. B. Olson. 


It embodies the selection of good men, a 
definite educational plan, a combination 
contract of compensation, a concrete plan 
of cooperative field help, a radically ad- 
vanced method of renewal distribution 
and a pioneer income continuance plan. 


It is intended to make men successful— 
thus is called the “Builders of Men” plan. 
Any plan is only as good as the results 
secured. We have said it works—Look at 
the results. 


Average Income of Our 
Men During 1944 


10 top men 
earned 


$21,127.75 
$15,549.79 
$10,989.20 


25 top men 
earned 


50 top men 
earned 


Avail yourself of the opportunity to work with this man. Possibly 
you owe it to yourself to investigate what this plan comprises. Your 
ability and this plan should provide interesting results. 


A. B. OLSON 


VICE PRESIDENT 
FOUNDED 1901 
el 


Guarantee Mutual Life Company 


OMAHA, NEBRASKA 
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COAST 


Results of Chapter 9 
Consolidation Reviewed 


SAN FRANCISCO — Commissioner 
Garrison of California has made a spe- 
cial report on Guaranty Union Mutual 
Life, created by the consolidation of the 
12 Chapter 9 companies taken over by 
former Commissioner Caminetti. 

Its assets at the end of 1944 were $3,- 
816,483 in the life department and $452,- 
732 in the accident and health depart- 
ment. Surplus in the life department 
decreased $1,000 and in the accident and 
health $40,000. Total income in 1944 
for the life department was $1,429,369 
compared with $1,468,052 in 1943, and 
in the accident and health department 
$261,544 compared with $310,173. The 
commissioner said the drop in premium 





income was due to the fact that no ef- 
fort was made to sell new business. 

It had $29,287,797 life insurance in 
force on 39,402 policyholders, a decrease 
of $2,254,000 and 3,321 policyholders. 





Status of Agents Under 
Wash. Unemployment Act 


SEATTLE—The status of insurance 
men under Washington’s unemployment 
compensation act in light of the gover- 
nor’s veto of the insurance exemption 
section has been defined by John Davis 


of the office of unemployment compen- 


sation and placement. Fire and cas- 
ualty agents who operate independently 
continue to be exempt as independent 
contractors. Almost all life general 
agents, manager and fieldmen are now 
brought under the act and their re- 
spective principals will be obliged to 
begin paying 2.7% on their earnings, re- 
gardless of whether such wages are sal- 





offered. 


‘commissions) . 





TRIPLED BONUS not idle hope! 


“When I signed the Q-V-S contract with The Capitol Life on March 4, 
1944, I had little understanding of the great possibilities this contract 


“My first monthly Performance Bonus check (plus first year and renewal 
. . makes those possibilities real to me. 


“T now realize that, under this contract, a goal in 1945 of triple my 1944 
Performance Bonus is no idle dream.” 


OUR 40TH 


ANNIVERSARY 
1905 - 1945 





Write for Q-V-S Booklet 


THE CAPITOL LIFE INSURANCE CO. 
Clarence J. Daly, President 
W. V. Woollen, Agency V. Pres. 
Home Office, Denver 5, Colorado 


BYRON A. MILON, 
Field Underwriter, Denver, Colo. 








best year in our history. 


Robert E. Henley 
President 





High Lights 


Extract from the annual report of December 31, 1944, which reflects the 


Insurance in Force—$747,556,513.00 
Assets—$154,156,982.07 
Policy Reserves—$130,440,756.00 
Capital, Surplus, and Contingency Reserves—$20,140.244.40 


More detailed information will gladly be furnished upon request. 


lbire rsa OF Wirainia 





Home Office: Richmond 
Established 1871 








ary or commission, up to the first $3,000 
annual earnings. 

The life insurance business is placed 
in three categories: Companies, general 
agents or district managers, and solici- 
tors or agents. General agents or dis- 
trict managers will be considered as 
employes of the parent company to the 
extent that personal services are per- 
formed provided they do not meet the 
exclusion tests which are the ‘same as 
under the old act. 

Where the agent or solicitor has a di- 
rect connection with the parent com- 
pany without an intervening entity, he 
will be presumed to be in the employ of 
the parent company. Where the gen- 
eral agent or district manager employs 
agents or solicitors who have no direct 
connection with the parent company and 
their source of direction and control is 
from the general agent or district man- 
ager, the agent or solicitor will be pre- 
sumed to be in the employe of the gen- 
eral agent or district manager. 





Quarter Million Group to Meet 


The 1945 San Francisco Quarter 
Million Round Table will hold its first 
meeting April 20, following a dinner, to 
welcome newly qualified members and 
the “old timers.” J. Wayland Barnette, 
Northwestern Mutual Life, 1945 presi- 
dent, will be in charge. 


MANAGERS 


Agency Meeting Plans Are 
Discussed in Detroit 


DETROIT—Methods for conducting 
interesting and efficient agency meetings 
were outlined before the Associated Life 
General Agents & Managers ot Detroit 
by Henry G. Kramer, field sales man- 
ager of a large industrial firm. 

“Tt is essential to plan what you are 
going to say in advance of the meeting. 
Build your talk around one idea and 
stick to it in the text, using plenty of 
stories to illustrate it, and perhaps signs 
posted on the walls,’ Mr. Kramer ad- 
vised. “Have as much agent-participa- 
tion in the meetings as possible. If a 
man has done a good job the previous 
week, let him tell his own story. It is 
particularly good to let a new man tell 
how he made a sale, even if there was 
nothing outstanding about it. It will do 
his ego good, and the wise boys on the 
staff will say, ‘If that dumb-bell can do 
it, surely I can do it three times as 
well!’ 

“Tt is good practice to turn one meet- 
ing a month over to a committee or 
some individual other than yourself, but 
insist that they talk it over with you, 
else they may take this opportunity to 
pan you! And, bearing in mind that 
your agents enjoy panning you, try to 
break up the coffee session after the 
meeting at which this passtime is so 
often enjoyed. Seal a dollar bill in an 











— 


envelope, for example, and offer it to 
the first man who makes a sale during 
the remainder of the day. The dollar is 
not much inducement, but the honor of 
winning it may loom larger than the 
commission on the sale! 

“Don’t find fault with your salesmen, 
Point out their failings gently, especially 
by means of illustrative stories and let 
each man figure out whether or not it 
applies to him. Using skits to illustrate 
sales points is effective. Never have a 
salesman play a role that will subject 
him to kidding. If there is a dunce or 
unpleasant character in the skit, play it 
yourself. The boys will get a big kick 
out of that and it will show that you are 
a good sport.” 





Hear Hommeyer in Minneapolis 


Col. Paul Hommeyer, who has re- 
turned from army service to his former 
post as Minneapolis manager of Union 
Central Life, told of his war experiences 
at the April meeting of the Minneapolis 
Life Managers Association. 


Milwaukee Cashiers’ Slate 


At a meeting of the Life Insurance 
Cashiers Association of Milwaukee, 
April 10, the following slate will be pre- 
sented by the executive committee: 
President, Irene Smith, Central Life of 
Iowa; vice-president, Nolan Olson, Old 





Line Life; secretary-treasurer, Agatha 
Schott, Connecticut General. Harry A. 
Unke, Northwestern Mutual, is new 
president. 





Cashiers’ Officials in Austin 


President Alleen Dunagan and Secre- 
tary Marjorie Limes of the National 
Association of Life Agency Cashiers 
visited the Austin, Tex., association. 
Miss Dunagan said three new associa- 
tions have been organized and expressed 
the hope that still more associations 
will be formed. 

In regard to programs, she indicated 
that while the emphasis should be on 
matters involved in the work of the 
cashiers, other programs which will give 
them a broader knowledge of problems 
and developments in the business world 
are of value. 








Cooperate in War Bond Purchases 


Pointing up the activities of Negro 
companies in the war financing program 
and in combating inflation, William 
Nickerson, Jr., president Golden State 
Mutual Life, reported that his company 
has purchased $444,462 in war bonds. 

The National Negro Insurance Asso- 
ciation, comprising some 40 companies, 
will emphasize the need for saving 
through insurance during its annual Na- 
tional Negro Insurance Week, May 14- 
19. The aim of the drive is to secure 
$50,000,000 of new life insurance. 

Mr. Nickerson reported that Golden 
State Mutual’s surplus have passed the 
$500,000 mark, with assets of $1,534,871. 
A record has been set by paying divi- 
dends to policyholders for 15 consecu- 
tive years. 


Lutheran Mutual Life bicdies Canvas 


FAITHEY, 
Ss 


WAVERLY, IOWA 


FOUNDED 1879 


Liberal commissions, both first year and renewal, service 
fees and social security benefits to 
those who qualify. 


If you are a Lutheran, agency openings may be 
available in your immediate territory. 
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NEWS OF LIFE ASSOCIATIONS 





Buffalo Program 
for April 14 Ready 


BUFFALO — With “Think About 
Tomorrow ... Today!” as its theme, 
the Buffalo Life 
Underwriters will 
hold a sales con- 
gress on April 14 
with W. Stewart 
Gishler, assistant 
manager Union 
Mutual, as general 
chairman. ; 

Marcus R. Ma- 
bee, assistant man- 
ager Wertimer 
Prudential agency, 
has announced the 
following program: 

“Post - Victory 
Life Insurance ; 
Selling,” Clifford H. Orr, Philadelphia 
general agent National Life of Ver- 
mont; “National Service Life Insurance 
—Its Significance,” John E. Crampton, 
Connecticut Mutual, Detroit; “Prestige 
Keeps It Coming,” Lorraine Sinton, 
production manager Cook agency of 
Mutual Benefit, Chicago; “What New 
York State Is Planning for Tomorrow,” 
State Senator Walter J. Mahoney, Buf- 
falo; “What Your New York State As- 
sociation Is Planning for Tomorrow,” 
Ernest H. Perkins, Albany general 
agent Provident Mutual, secretary- 
treasurer New York state association. 
“Let the Buyer Be Aware,” Clifton E. 
Reynolds, field management administra- 
tive assistant, Metropolitan Life; and 
“Post Victory Planning and The Prob- 
lems That Lie Ahead,” Carlton F. 
Sturdy, public relations representative 
American Can Company, New York 
City. 

: Ce will feature the fellow- 
ship luncheon. President Stanley C. 
Collins, Metropolitan Life, will for- 
mally open the sales congress. 





W. S. Gishler 





Florida Parley Set for 
May 11 at Tampa 


TAMPA, FLA.—The 1945 sales con- 
ference and convention of the Florida 
Association of Life Underwriters will 
be held here May 11. The gathering 
was originally scheduled to be held at 
Miami Beach. President Oscar Boon, 
Metropolitan Life, Tampa, anticipates 
that only 45 will be present. New offi- 
cers will be elected. 

Officers of the Georgia and Florida 
associations met with N.A.L.U. repre- 
sentatives at Jacksonville. Discussions 
were held by President William H. An- 
drews, Jr., and Lester O. Schriver, 
Aetna Life, Peoria, past national presi- 
dent. President Oscar Boon and 
Henry M. Powell, State Mutual, At- 
lanta, Georgia president, reviewed asso- 
ciation activities, including membership 
plans. 

Charles J. Currie, Mutual Life, N. Y., 
Atlanta, chairman of the national sixth 
district, outlined membership plans. 
Commissioner Larson spoke at the ban- 
quet. At the sales congress held by the 
Jacksonville association, speakers  in- 
cluded Mr. Andrews, Mr. Powell, Mr. 
Larson, Mr. Purrie, Mr. Schriver and 
Arch R. Cassidy, Miami manager Equit- 
able Society. 





Portland, Ore., Congress Speakers 


Among the speakers at the Port- 
land, Ore., sales congress April 6 will 
be Walter W. R. May, publisher Oregon 
City “Enterprise,” H. P. Gravengaard, 
Diamond Life Bulletins; Edwin A. Bur- 
kitt, manager J. C. Penney Company, 
and Wilbur K. Hood, president Port- 
land Life Managers Association. 





Waterloo, Ia.— Edmund P. Connolly, 
Des Moines general agent of Penn Mu- 
tual Life, will speak April 7 on “As You 
Go—So Goes Your Production.” 


Louisville Parley 
Set for April 20 


LOUISVILLE — Judd C. Benson, 
Cincinnati manager Union Central Life 
and N. A. L. U. trustee, will open the 
wartime production conference of the 
Louisville Association of Life Under- 
writers April 20. John H. Jamison, 
Chicago general agent Northwestern 
Mutual Life, will speak on “Day Tight 
Compartments”; Paul L. Allen, Wauke- 
gan, Ill., assistant manager Metropoli- 
tan Life, “Selling on the Debit,” and B. 
N. Woodson, executive vice-president 
Commonwealth Life, “The Essential In- 
gredient.” Special guests will attend 
the luncheon at which Claris Adams, 
president Ohio State Life, will speak. 

The morning session will be presided 
over by A. Hallenberg, Jr., Penn 
Mutual, president Louisville association. 
William R. Davis, III, agency secretary 
ordinary department, Commonwealth 
Life, will preside at the luncheon ses- 
sion at which members of the Louis- 
ville and Junior Boards of Trade will 
be special guests. 

W. Ray Moss, Connecticut Mutual, 
president Kentucky association, will 
preside in the afternoon. 

The General Agents & Managers As- 
sociation will hold its annual dinner to 
honor agency leaders for outstanding 
achievement during 1944 the previous 
evening and Mr. Benson will be 
speaker. 


Texas President 


Stresses Duties 


DALLAS—Bob J. Lyles, Western 
Reserve Life, Austin, president Texas 
Association of Life Underwriters, ad- 
dressed a luncheon meeting of the 
Dallas association, telling what life 
agents are doing to help speed victory, 
what more can be done on the life in- 
surance production front, and what the 
local, state and National associations 
are doing and can do to make agents 
more effective and business more essen- 
tial. 

They are responsible to give service 
to returning war veterans with respect 
to national service life insurance, he 
said, and should be prepared to- give 
their best advice in each particular case. 

“The service men will have learned 
more about insurance than they knew 
before they left for foreign shores, with 
this knowledge emanating from a dis- 
cussion or study of their national serv- 
ice life insurance policies,” he said. 
“This means that life insurance will 
have to ‘show them’ if they are to be 
interested in insurance by private in- 
surance companies. Government insur- 
ance, of course, does not cost as much 
as insurance in private companies, but 
the service men should be made to un- 
derstand that this is because the gov- 
ernment pays the cost of operation. 


Unselfish Service Required 


“The war has given emphasis to the 
obligation of service. The institution 
of life insurance must make it possible 
for the public to obtain a high degree 
of professional service through com- 
petent, trained underwriters. The un- 








Fox River WValley—Robert P. Board- 
man, newly named executive vice-presi- 
dent of Wisconsin National Life, Oshkosh, 
discussed “The Relationship of Trusts to 
the Life Insurance Business” at a dinner 
meeting at Appleton, Wis. C. E. Jurgen- 
son, psychologist in the industrial rela- 
tions department of the Kimberly-Clark 
Corp., Neenah, spoke on “Psychological 
Wants and Reactions of Human Beings.” 
A report on Wisconsin association activi- 
ties and plans was given by Harry 
Bruegger, Aetna Life, Oshkosh, first vice- 
president of the state group. Erbin Haren- 
burg, Northwestern Mutual, at Oshkosh, 
discussed .the educational program of the 
association. 


derwriter can justify his existence only 
as an instrument of service. 

“Coupled with knowledge and skill, 
there must be a professional attitude, a 
willingness to place service above self, 
a willingness to bring to the commu- 
nity a high type of sincere advice, un- 
affected directly by the necessity of the 
underwriter to make a living.” 

While concentrating on the war ef- 
fort, it would be well for the business 
to give some attention to the postwar 
period and begin thinking in terms of 
reconversion. When peace comes, busi- 
ness, including life insurance, is going 
to be under close observation and not 
only on the part of governmental bu- 
reaucracies, he said. 

Mr. Lyles does not believe the peo- 
ple will sit idly by and permit totali- 
tarianism or any other “ism” or planned 
economy to be forced upon them after 
the peace, but will assert their right to 
preserve private enterprise. The imme- 
diate problem before persons in the life 
insurance business, is what place it will 
occupy in the world to come. 


Needs Private Enterprise 


“We must establish the conviction that 
the place which life insurance occupies 
in American thinking and American 
life can be associated only with a sys- 
tem or government which permits and 
encourages incentives, rewards for per- 
formance and the opportunity to estab- 
lish and maintain a standard of living 
which the individual himself prescribes. 
It can only exist in its larger sensé as 
private enterprise.” 

A luncheon will be held April 13 by 
the Dallas association at which 300 Dal- 
las business, financial and _ industrial 


leaders will be guests. It is being 
planned as an open, public meeting to 
add to the community’s understanding 
and acceptance of the life insurance in- 
stitution and its. field forces. H. J. 
Johnson, president Institute of Life In- 
surance, will speak. S. E. Martin, State 
Mutual, program chairman, is in charge 
of arrangements. 


Resolution Starts Project 


Dallas agents will step into an im- 
portant role as insurance counselors to 
returning war veterans in line with a 
resolution adopted at a membership 
luncheon. The resolution pledges Dal- 
las association facilities for giving as- 
sistance to returning service men and 
women concerning their national 
service life insurance, provides for no- 
tifying Red Cross and other service 
organizations, and the veterans admin- 
istration that the life agents will pro- 
vide this service, and also calls for a 
study course and other aids to equip 
members for giving competent service. 





Provide Protection Before 
Reconversion Buying Starts 


William W. Hartshorn, superinten- 
dent of agencies of Metropolitan Life, 
addressing the Indianapolis Association 
of Life Underwriters on “Success For- 
mula Today and Tomorrow,” urged that 
the present reservoir of high wages ac- 
cumulation be used to its fullest possi- 
bility by life insurance producers. Those 
now offering one of the greatest poten- 
tial markets for life insurance will not 
be so available later, when it is possible 











What Makes a Company Grow? 





On this significant anniversary, we pay tribute to 
our loyal fieldmen, past and present, whose intelligent 
service to the insuring public has made our Company 


grow throughout a century 


The Mutual Benefit Life Insurance Company 


Newark, New Jersey 
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to spend money for many things not 
now obtainable. 

Combination company producers, Mr. 
Hartshorn said, are writing great vol- 
umes of ordinary insurance because of 
their direct contacts with war plant 
workers earning all-time high wages. 
This is being written on a monthly pre- 
mium basis. 

However, as soon as the lid is off and 
people can buy again in the open mar- 
ket the things they want most, the pres- 
ent heyday for life insurance producers 
will come to an end. Surveys show that 
as soon as production permits, the first 
item in purchase desirability is automo- 
biles, followed by other gadgets and 
conveniences for the home. Bonds will 
be cashed and savings will go into these 
things and life insurance will no longer 
be easy to sell. 

He advised against attempts to re- 
write National Service Life Insurance 
policies. Government insurance provides 
an education to appreciation of the value 
of life insurance protection. He told of 
how some agents he knows are going to 
fathers of sons in service and asking 
them if their sons have government in- 
surance, As the answer is usually affirm- 
ative, the next question is as to the ben- 
eficiary of the son’s policy. It often is 
the father, and then these agents sug- 
gest that the father take out a like 








You Can Plan Today for 
Your Production and 
Home of Tomorrow 


through a 


RENEWAL 
COMMISSION 
LOAN 


; a that you need $3,000. 
Suppose your renewals in 1944 were 

‘$1,100. Suppose you are operating 
under a 9-5 contract. You can 
obtain a loan for $3,000. Monthly 
payments can be $93.33, or $72.50. 
If you wish, you may liquidate this 
loan with monthly payments as low 
as $52.92. Excess renewals received 
over the monthly deposit required 

‘will revert to you during the loan 
period. 

Hundreds of insurance men are 
now using this plan. If you are 
interested, write us for tentative 
loan commitment stating amount 
of renewal commissions received 
during last twelve months, terms of 
contract, and amount of business 
paid for in 1944, You are under no 
obligation. 

A unique plan developed by us in 
cooperation with the Northwestern 
National Bank of Minneapolis. 


LIFE 
UNDERWRITERS 
CREDIT CORPORATION 


MINNEAPOLIS 2, MINNESOTA 





amount of insurance, naming his son as 
beneficiary as a gesture of appreciation 
of the son’s action. 

The surprising discovery was made 
that 79% of those who were inducted 
into the service had no life insurance at 
all. This was probably because the av- 
erage age was so low that these young 
men had not yet become established in 
business and had never been solicited for 
life insurance. 


Ohio State Meeting May 11 


Paul M. Smith, Columbus. general 
agent of New England Mutual and presi- 
dent of the Ohio Association of Life 
Underwriters, announces that a meeting 
of the state council will be held in Co- 
lumbus, May 11. Because of wartime 
restrictions, only the officers of the State 
association and one representative of 
each local association will attend. 
W. H. Andrews, Jr., N.A.L.U., presi- 
dent, will speak at the dinner. 

The Columbus association will hold 
its annual sales congress the next day, 
with Mr. Andrews as the luncheon 
speaker. 


Pittsburgh — Miss Mary McCartney, 
Prudential, Sharon, Pa., addressed the 
New Castle branch Thursday on “Women 
in the. Life Insurance Business.” Prof. 
Herbert C. Graebner, Westminster Col- 
lege, New Wilmington, Pa., spoke on 
“Life Insurance and Social Problems.” 

N. H. Weidner, president of the Pitts- 
burgh association, is addressing a supper 
meeting of the Beaver Valley branch 
Monday on “What’s it Worth to You?” 

M. Jay Ream, general agent Mutual 
Benefit Life, is addressing a meeting at 
Uniontown, Tuesday, on “Everyone Can 
Close.” James W. Cannon, director of 
training Penn Mutual at Pittsburgh, is 
speaking at Washington, Pa. next 
Wednesday on “Is It Really Yours?” and 
C. Hugh Blair, manager Phoenix Mutual 
Life, is talking at Butler, April 13, on 
“Accentuate the Positive.” 

Rochester, N. ¥Y.—Five leaders for 1945 
gave talks on “What Makes Them Click.” 
Joseph Silverstein was meeting chair- 
man. The speakers were Ellen Putnam, 
leader of National Life; Walter Maloy, 
Travelers leader; John Esse, Metropoli- 
tan leader; Angelo Di Nieri, John Han- 
cock leader, and George C. Green, Guar- 
dian Life, who was his company’s leader 
country-wide. 

Buffalo—‘Ideas That Sell Life Insur- 
ance” were offered by C. G. Schied, New 
York Life, Cleveland, at a luncheon 
meeting. 

In the Red Cross campaign show the 
life insurance fraternity led the indus- 
trial division by making 186% of quota 
with an average gift of $7.41 per person. 
Fred H. White, Connecticut Mutual, was 
the captain of the life insurance division. 

Columbia, S. C.—Wayman L. Dean, Life 
& Casualty, Jacksonville N. A. L. U. trus- 
tee, stressed the fact that in spite of the 
rapid social and economic changes the 
needs of the public for life insurance 
will become increasingly greater. “Many 
of these changes go far deeper than 
simply a change in our economy,” he 
said. “They are the outgrowth of new 
social trends, of new attitudes.” 

President Albert M. Orgain presided. 

Cedar Rapids, Ia.—The association as- 
sumed full responsibility for the com- 
mercial division of the Red Cross drive, 
which was completed successfully. 

The quota of $5,000.00 was exceeded by 
the total of $7,000. Lee B. Winterberg 
was chairman representing the associa- 
tion. 

Kokomo, Ind.—P. B. Hobbs, Equitable 
Society, Chicago, secretary National as- 
sociation, addressed a joint meeting of 
the Kiwanis, Lions, the life underwrit- 
ers, and a number of Rotarians at a 
luncheon meeting. He told how life in- 
surance helps business and government. 
“Life insurance affords us a free choice 
as agents according to our individual 
thrift to secure the standards of living, 
we choose for our family and our old 
age,” he said. He said it would be diffi- 
cult to wage war successfully without 
life insurance, 

St. Joseph, Mo.—Herbert Swarthout, 
assistant Kansas City manager Pruden- 
tial, spoke on “Managing Oourselves in 
Our Business.” Weldon Dillener, New 
York Life, in charge of pay roll war 
bond sales, outlined plans for the seventh 
war bond drive in May. Robert E. Al- 
bright, Veterans Administration repre- 
sentative, discussed plans for the return- 
ing veteran. 


Portsmouth, 


miums people pay for the protection of 
an organized society. Clarence L. Peter- 
son, general counsel of Ohio State Life, 
said. Therefore, taxes should not be 
evaded, but there is nothing wrong about 
mimimizing prospective taxes by lawful 
planning, he said. 

“An understanding of taxes affecting 
life insurance is important to the life 
man to enable him to recognize tax 
problems so that they may be discussed 
with clients and their lawyers,’ Mr. 
Peterson continued. “The life underwriter 
and lawyer should work together, and 
not invade the specialized field of the 
other. 

“Life insurance should be afforded 
favorable tax treatment because it is a 
great social agency which creates and 
conserves estates. It replaces the earn- 
ing power of the dead and the aged, so 
that neither they nor their dependents 
become a charge on the taxpayers.” 


Decatur, Ill.—K. L. Keil, district agent 
of Penn Mutual Life at Springfield and 
secretary-treasurer Illinois Round Table, 
gave a sales presentation based on so- 
cial security and outlined features of 
the round table. A round table discus- 
sion of trusts participated in by trust 
officers of the local banks recently was 
a feature. There was a question and 
answer period in which the trust men 
answered questions regarding trusts and 
the types of service they are prepared to 
render policyholders. 


East St. Louis—Ralph Fisher spoke on 
“Sales Aids.” 


Quincy, I11.—A joint meeting was held 
with management representatives of 
Quincy industries to hear E. R. Mowbray, 
associate field director of the Treasury, 
Washington, talk on the seventh war 
loan drive. 


Rockford, Ill—John Nufer, secretary, 
has left Rockford to become supervisor 
of the R. S. Edwards agency of Aetna 
Life in Chicago and has been succeeded 
as secretary by William Brewster of 
Connecticut Mutual. 


La Salle County, 01l—Roy Wilhelm, 
attorney, spoke on “I Want Some More 
Life Insurance” at a meeting to which 
all members of the bar association were 
invited to foster further cooperation be- 
tween agents and lawyers. 


Sterling, Ill. (Rock River Association) 
—Dave Hardy, district agent of North- 
western Mutual Life at Freeport, related 
some of his life insurance sales experi- 
ences at the monthly meeting at which 
the Sterling and Dixon underwriters met 
jointly. Clayton Schuneman, program 
chairman, distributed literature on na- 
tional service life insurance and a meet- 
ing later may be devoted to further dis- 
cussion of this coverage. 


Centralia, I1l—A. Paul Fellinger, past 
president, has been put in as secretary- 
treasurer to succeed Robert Waldron, 
Metropolitan Life, who was transferred 
elsewhere by his company. Roy Simpson, 
Great-West Life, discussed national serv- 
ice life insurance at the monthly meeting. 

New Jersey—President F. Leroy Garra- 
brant has appointed a nominating com- 
mittee headed by Howard C. Lawrence, 


Lincoln National Life, to select a slate 
of officers to be voted on at the annua] 
meeting in Newark in June. 

Plans are under way to organize a 
Quarter Million Dollar Round Table and 
to establish a speakers’ bureau, also or- 
ganize a new association in Camden. 


Los Angeles—Paul R. Behrmann spoke 
on “Fractions or Whole Numbers,” be- 
fore the Life Insurance Forum. 

District of Columbia—With three to 
be elected at the April meeting, the six 
candidates for directors have been nomi- 
nated. They are: W. Baker, New 
York Life; H. C. Fisher, Aetna Life; W, 
N. McCord, Atlantic Life; W. J. McCaus- 
land, Acacia Mutual; Edward H. Von 
Deck, Atlantic Life, and F. H. Strickland, 


ACCIDENT 


“Why Disability” Booklet 
for 1945 Is Ready 


The 1945 edition of the popular “Why 
Disability Insurance Is a Good Invest- 
ment for You” booklet, which gives the 
latest facts and figures on accident, 
sickness and hospitalization, will be off 
the press next week. Prices without 
imprint are: 100, $2.50; 200, $4.60 and 
500, $9.70. For samples and large 
quantity prices write: The Accident & 











Health Review, 175 West Jackson 
boulevard, Chicago 4, IIl. 
Advisory Board Named on 


Purdue A. & H. Courses 


The advisory board of agency and 
company men named by Clarence A. 
Sholl, president National Association of 
Accident & Health Underwriters, to 
confer with officials of Purdue Univer- 
sity on plans to make the accident and 
health course there a permanent feature, 
includes §. C. Carroll, vice-president 
Mutual Benefit Health & Accident; W. 
B. Cornett, vice-president Loyal Protec- 


tive Life; R. J. Costigan, Business 
Men’s Assurance, Kansas City, first 
vice-president National association; 


Clyde E. Dalrymple, Preferred Acci- 
dent, Milwaukee; Emerson Davis, Inter- 
Ocean Casualty, Dallas; Rex A. Ed- 
monds, vice-president Fidelity Health 
& Accident; Hamilton Ferguson, Occi- 
dental Life, Chicago; Harold R. Gordon, 
managing director Health & Accident 
Underwriters Conference; W. T. Grant, 
chairman of Business Men’s Assurance; 
C. Norman Green, Hoosier Casualty, 
Indianapolis; M. F. Houston, Washing- 
ton National, Kansas City; W. E. 
Lebby, Massachusetts Indemnity, Los 
Angeles; G. F. Manzelmann, president 








An ordinary life company, operating in 
seven midwestern states and approaching 
fifty millions of business in force, is seeking 
an Assistant Superintendent of Agencies. 
Age preference, 27-40. This position will 
pay a substantial salary with opportunity 
for advancement in a growing company. 
Fifty per cent increase of business in force 
during last five years. In answering give 
complete personal history, experience and 


references. 
vestigation. 


Must pass rigid character in- 
Replies will be held in strict 


confidence until after personal interview. 
Address: B-39, The National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Ill. 





O.—Taxes are the pre- 
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North American Accident; E. H. Muel- 
ler, Milwaukee, chairman National asso- 
ciation planning committee; James 
Powell, vice-president Provident Life & 
Accident; H. P. Skoglund, North Amer- 
ican Life & Casualty, president Health 
& Accident Underwriters Conference; 
Armand Sommer, Continental Casualty, 
Chicago; J. Harry Wood, vice-president 
Massachusetts Protective; C. W. Young, 
president Monarch Life; Mansur B. 
Oakes, Indianapolis, chairman National 
association educational committee, and 
Mr. Sholl. 

The board is holding its first meet- 
ing at Purdue Friday and Saturday. 





Non-Can Reinstatement 
Issue Won by Insurer 


Continental Casualty has been upheld 
by the Illinois appellate court first dis- 
trict, in its refusal to consider reinstat- 
ing a lapsed non-cancellable A. & H 
policy without the assured first reducing 
the amount of his disability insurance in 
all companies to $500 of monthly in- 
demnity or 50% of net earned income, 
either or both. 

Attorney Nat M. Kahn of Chicago was 
the assured. He bought his Continental 
Casualty policy in 1923 providing $400 a 
month for life for permanent disability 
from accident or sickness and from that 
time until June 15, 1941, paid premiums 
aggregating $3,096 and had made no 
claim. In 1941 he tendered the premium 
a day after the expiration of the grace 
period. The company took the position 
the policy had lapsed and he was fur- 
nished with a reinstatement form. Mr. 
Kahn struck out the word “application 
for reinstatement” in the form and called 
it simply “a statement.” He answered 
the questions although he altered the 
text of some of them. He showed that 
he carried $250 permanent disability 
coverage in Metropolitan Life, $400 in 
Continental Casualty and $233.33 in 
Fidelity & Casualty and stated that his 
earned income in the previous calendar 
year was $7,958. 

Continental replied that it was willing 
to participate in up to $500 of monthly 
indemnity or 50% of net earned income 
either or both. This could be done by 
reducing or canceling other insurance or 
reducing the Continental policies. Mr. 
Kahn was told that when the question 
of indemnities was cleared up Continen- 
tal could then go into the physical in- 
surability. 

The court rejected various arguments 
of the assured that the policy had not 
actually lapsed and also his argument 
that in connection with reinstatement, 
the insurer was limited to an investiga- 
tion of matters of health alone. 


C. O. Pauley Testifies 


. O. Pauley, secretary of Great 
Northern Life, testified as an expert, 
Stating that it is the custom of insurers 
not to participate in H. & A. cover 
providing indemnities for the full amount 
of demonstrated earning capacity; that 
insofar as non-can policies are concerned 
the prevailing maximum limit of insur- 
ance for total indemnities is from 50 to 
60% of insured’s demonstrated earned 
income exclusive of investment income. 
The companies desire to make the in- 
sured a coinsufer of his earning power 
to some extent in order to protect against 
malingering, carelessness, self imposed 
accidents, etc. According to Mr. Pauley 
and A. B. Hvale, assistant secretary of 
Continental, sound underwriting judg- 
ment would indicate that Mr. Kahn was 
msurable for total indemnities of about 
$400 a month. However, Continental 
agreed to set a limit of $500. Mr. Kahn 
just a month prior to tendering the 
Continental premium in 1941 bought the 

- & C. policy and Continental inquired 
why he could not have canceled that 
short lived policy. 

It was pointed out that when Mr. 
Kahn bought the policy in 1923, Con- 
tinental investigated his occupation, poli- 
cies in other companies, habits, etc., and 
the court agreed with Continental that 
it would be inconsistent that “insura- 
bility” meant one thing when a policy 


was written and another when it is asked 
to be reinstated after lapse. 

Mr. Kahn could have had the full 
benefit of the lapsed policy had he cared 
to make the appropriate revision of his 
disability limits in the other policies. 

Mr. Kahn represented himself in the 
case and Taylor, Miller, Busch & Boyden 
acted for Continental. 





National A. & H. Business 
Meet in Chicago June 28-29 


To comply with the request of the 
federal government, banning national 
conventions, Clarence A. Sholl, presi- 
dent of the National Association of Ac- 
cident & Health Underwriters, has an- 
nounced that a streamlined wartime 
business meeting of the executive board 
and national council will be held at the 
Edgewater Beach hotel, Chicago, June 
28-29 for the transaction of necessary 
business and election of officers. This 
will be in lieu of the regular annual 
convention, which was scheduled for 
Denver some time in June. 

Letters have been sent to the presi- 
dents of all local associations, asking 
that they elect delegates and alternates 
to this meeting at their next regular 


C. LU. 


Discusses Employe Benefit Plans 


Guy P. Bible, general manager of the 
Horace T. Potts Company of Philadel- 
phia, spoke on “Employe Benefit Plans 
from the Employer’s Viewpoint” at the 
March meeting of the Philadelphia 
C.-L. U. 

This company, which has 135 em- 
ployes, has adopted group life and group 
accident and health including hospitaliz- 
ation, a pension trust plan, employe 
bonus plan and 5% life insurance plan. 
It also has a partnership agreement sup- 
ported by life insurance, Mr. Bible 
stated. 














Meet on Estate Conservation 


Joint study meetings on estate con- 
servation attended by life agents and 
attorneys are being sponsored by the 
Dallas C. L. U. chapter as a means of 
securing informed, cooperative action by 
both groups. It is felt this problem re- 
quires the professional advice of both 
agent and lawyer. 

The discussions permit a sharing of 
information on legal and life insurance 
aspects and serve a useful purpose in 
bringing the two groups to a common 
understanding and a realization that 
there is a community of interest and a 
cooperative role to play. 

H. M. Roberts, Southwestern Life, 
president Dallas chapter, reports the 
study sessions also are proving highly 
effective because they deal with con- 
crete problems. Specific questions are 
presented on legal and life insurance 
angles. Discussion from the legal stand- 
point is. being directed by Zellner 
Eldridge, Dallas attorney who is a 
member of the staff of instructors for 
the chapter’s C. L. U. study course. J. H. 
Ardrey, Indianapolis Life, is leader for 
the questions centering on life insurance 
phases. 








Still Study Transport Cover 


WASHINGTON—Questions of high 
policy are involved in consideration by 
the war and navy departments of pro- 
posals submitted by half a dozen insur- 
ance companies or groups for furnish- 
ing coverage for passengers in army 
and navy transport planes throughout 
the world. The program represents a 
unique departure in the armed services. 
No action has been taken and no assur- 
ance given as to when it will be taken. 


To Hear Orthopedic Specialist . 


Dr. Leo Cooper, Gary, orthopedic 
specialist, will discuss that topic at the 
meeting April 10 of the Chicago Claim 
Association. 
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FINANCIAL STATEMENT 
Dec. 31, 1944 





Assets Liabilities 
Cat... $ 1,517,981.34 Policyowners' Re- 
Stocks & Bonds... 11,618,639.54 _ Serve .----. - - -$22,644,571.00 
: Installment Claims 
mn - == - Tn * Raiae 139,400.74 
Policy Loans ..... 904,805.95 Pending Claims... 90,760.84 
Real Estate (includ- Premiums Paid in 
: Advance ...... 1,416,060.08 
H Offi oe 
= — _ Reserve for Taxes. . 114,905.41 
properties) ..... 555,591.15 Other Liabilities... 478,400.51 
Other Assets 229,384.38 Capital & Surplus.. 2,556,729.94 
MN iia hd ante $27,440,828.52 Total............ $27,440,828.52 
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* Attractive and Effective Sales Aids and Policy 


Illustrations. 
*Prospects for Insurance furnished through a 
Proven System. 
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at present 








Address: 


CHARLES J. MESMAN, Superintendent cf Agencies 


Pan-American Life Insurance Company 
New Orleans, U.S.A 


CRAWFORD H. ELLIS EDWARD G. SIMMONS 


President Executive Vice-President 
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Mutual of N. Y. 1945 
Dividend Scale 
The 1945 scale of dividends payable 
' in 1945 by Mutual Life of N. Y. is in- 
creased approximately 10% over the 
1944 scale. At a few ages and on a 
small number of plans the 1945 divi- 
dend is lower than last year’s but in 
most instances a higher dividend fs 
payable. 
Life Paid Up at Age 85 
Total 
Dividends End of Year for 20 
Prem. 1 5 10 20 Years 
Age $ $ $ $ $ $ 
] 6 6 } 15 UAL 4618 4546 2 4588 (b4S)  STHB 
Since 20 19.23 4.18 4.52 4194 5.61 99.11 
21 16.65 4.20 4.54 4.97 5.64 99.66 
~ 22 20.08 4.20 4.56 4.99 5.66 100.14 
: : 23 20.54 4.22 4.58 5.02 5.70 100.70 
life i mpany distinguished b HoH te Ge Ete Ens ists 
25 > » a o. > ° 
5 a lite insurance company distinguishe y 26 22:04 4.27 4.67 5.138 5.84 102-71 
3 27 «22.59 4.29 4.69 5.17 5.90 103.43 
F 28 23.17 4.31 4.72 5.21 5.97 104.23 
: To 29 (22:7 4.34 .16 5.25 6.05 5. 
30 24.42 4.87 4.80 5.29 6.14 106.12 
the character and ability of the men and 80 24.42 4.37 4.80 5.29 6.14 106.12 
32 25.80 4.42 4.88 5.387 6.34 108.39 
‘ 33 26.55 4.46 4.92 5.42 6.45 109.61 
_ ising its field organizad Bon fe Li Ea Ger 1a 
35 i 5. 5 * a 
-# women comprising its field organization... so ee fet ee Se Pet 
37 29.97 4.61 5.09 5.70 7.07 116.09 
4 38 30.96 4.65 5.14 5.79 7.29 118.17 
: 7 3 39 82.00 4.69 6.20 5.90 7.53 120.48 
40 38:10 A423 5.27 6: : é 
and by the integrity of its management. 40 83.10 4.73 6.27 6.02 7.78 123.07 
42 35.50 4.82 5.44 6.28 834 129.18 
43 36.81 4.88 5.54 6.48 8.65 132.67 
44 38.21 4.95 5.65 6.59 8.97 136.57 
45 39.70 5.02 5.78 6.78 9.31 140.83 
46 41.28 5.11 5.92 7.00 9.67 145.39 
47 - 42.97 5.21 6.07 7.25 10.04 150.41 
48 44.76 5.32 6.23 7.53 10.44 155.86 
49 46.68 5.45 6.40 7.85 10.86 161.74 
50 48.72 5.59 6.60 8.19 11.30 168.05 
Founded 1867 pl pee be Set ae ie tae 
52 ot .5:80\. 7, i 
HOME OFFICE DES MOINES, |OWA 53 55.69 6.06 7.42 9.34 13:14 190.68 
54 68.33 6.26 7.77 9.78 13.82 199.61 
' 55 6 «61.16 6.50 8.14 10.23 14.53 209.24 
60 78.53 8.25 10.89 12.96 18.46 268.92 
65 103.81 10.76 13.43 17.45 20.78 345.23 
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Payment Life 











15 27.84 4.47 4.59 4.72 4.76 93.82 
20 29.39 4.48 4.65 4.83 4191 95.96 
21 29.84 4:49 4.67 4:86 4194 96.45 
22 30.31 4.50 4.69 4.88 4:97 97.03 
23 30.80 4.51 4.72 4192 5.01 97.63 
24 31.81 4.53 4.74 4.96 5.06 98.31 
36 ans? et 480 803 B47 99:77 
ne > _ . 26 B i . s 5. % if 
EpGewaTER Bracn HoTEL 27 32.94 4.59 4.83 5.08 5.23 100.56 
CHICAGO +10, ILLINOIS 28 33.52 4.61 4.86 5.11 5.30 101.40 
29 34.13 4.64 4:90 5.16 5.38 102.38 
hx 30 34.76 4.67 4.94 5.20 5.46 103.34 
31 35.42 4.69 4.98 5.24 5.56 104.47 
32 36.11 4.72 5.03 5.29 5.66 105.70 
erent Boe Le GS Ge Br ites 
Y : ; 5. 5. 5. . 
Se 35 38.34 4.83 5.15 5.47 6.02 109.89 
: 36 39.15 4.87 5.19 5.55 6.17 111.59 
37 40.00 4.91 5.24 5.63 6.34 113.43 
aro ietrnte Bide in Ge Ee fe neg 
39 } 41:81 4.98 5. 5.83 6. : 
Sd 4 40 42.79 5.01 5.42 5.95 6.94 120.07 
, ° 41 43.82 5.05 5.49 6.08 7.16 122.78 
a- || HS HL St te ie ee 
é et rw 4 46.04 5.15 3 < : y 
a a tk hint 44 47.25 5.22 5.79 6.53 7.93 132,71 
3 45 48.52 5.28 5.91 6.71 8.22 136.66 
i ate 46 49.87 5.37 6.05 6.92 8.52 140.94 
ww ttK 47 51.31 5.46 6.19 7.17 8.83 145.59 
ro) 48 52.83 5.56 6.85 7.44 9.18 150.74 
49 54.45 6.68 6.52 7.75 9.54 156.25 
: =I 50 56.17 5.81 6.71 8.08 9.92 162.21 
clit eltyro wttk 51 58.01 5.95 6.94 8.43 10.38 168.71 
OP ett rete’ 52 59.97 6.09 7.21 8.81 10.86 175.76 
. 53 62.06 6.25 7.51 9.21 11.38 183.46 
é 6.44 7.84 9.63 11.92 191.86 
67 8.20 10.08 12.49 200.93 


8.34 10.41 12.81 15.96 258.98 
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2 a ae 
‘ 9.93 
rt. 44 46.10 3.20 
45 48.52 5.9 6.66 

2 Year Endowment 
15 47.79 5.1 75 3.44 92.08 
2 48.48 5.3 01 3.88 97.36 








To 
Dividends End of Year form 
Prem ad 5 10 20 Years 
Age $ $ $ $ $ $ 
25 49.19 5.47 5.39 5.18 4.25 101.04 
30 50.138 5.48 5.49 5.39 4.71 105.53 
5 51.47 5.53 5.63 5.65 5.84 111.8% 
40 53.49 5.58 5.82 6.10 6.16 121.12 
45 56.69 5.72 6.22 6.82 7.30 136.06 
50 61.90 6.12 6.92 8.11 8.90 159.85 
55 70.23 6.86 8.32 10.05 11.17 196.79 
60 83.41 8.44 10.46 12.76 14.40 253.47 
Endowment Age 65 
15 19.68 4.27 452 4.82 5.38 96,27 
20 22.19 4.32 4.60 4.95 5.43 98.95 
25 25.45 4.42 4,75 5.11 5.57 101.84 
30 29.77 4.60 4.95 5.31 5.84 106.01 
35 35.66 4 a8 5.21 5.58 6.27 112.34 
40 44.05 5.10K 5.57 6.06 6.91 122/09 
45 66.69 5.72 6.22 6.82 17.30 186.6 
50 71.57 6:73:. 7.30" $02 ooo 91144 
55 118.00 8.69 9.29 9.10 *91.56 
*Total to maturity. 
Endowment Annuity Age 65 
Male Female 
ist 2nd lst 2nd 
eee Yr. “Ye 
Prem. Div. Div. Prem. Div. Diy, 
Age $ $ $ Age $ $ 
15 31.08 5.70 65.78 15 32.71 5.90 637 
20 35.25 5.81 5.91 20 37.29 6.03 6.14 
25 40.67 6.03 6.14 25 43.25 6.33 6.49 
30 47.87 6.39 6.50 30 51.17 6.78 6.87 
35 57.71 6.89 7.02 35 62.03 7.40 7.59 
40 71.78 7.56 7.68 4 77.59 8.30 8.39 
45 93.07 8.64 8.79 45 101.21 9.6 9.74 
50 128.51 10.65 10.83 50 140.63 12.11 12.96 
55 197.70 14.61 14.79 55 218.12 17.04 17.16 





Pacific Mutual Has 
New Aviation Rules 


_ Pacific Mutual has revised its regula- 
tions governing the underwriting of air- 
plane pilots as follows: 

Pilots, co-pilots and crew members on 
commercial airlines operating’ in ‘the 
continental United States and Canada 
or to South and Central America, Ber- 
muda and West Indies, and pilots op- 
erating company-owned planes on com- 
pany business, limit $25,000, annual ex- 
tra $5 per $1,000, waiver of premium 
$1.20 per $1,000, non-occupational acci- 
dent and health, no extra premium; acci- 
dental total loss not written. 

Pilots, co-pilots and crew member on 
commercial airlines who fly transoceanic 
flights, limit $15,000, annual extra $10 
per $1,000, premium wa:ver, non-occu- 
pational accident and health and ac- 
cidental total loss, not written. 

_ Pilots flying their own planes, regula- 
tions and extra premiums to be deter- 
mined by the facts in each case. 

Pilots in war service, student pilots, 
instructors, ferrying group, no insurance 
issued without exclusion rider. 

The aviation portion of the war and 
aviation rider will be suitably modified 
wherever a policy is issued with an 
extra premium for aviation hazard. An 
aviation questionnaire will be required in 
every instance. 

Forms of policies that may be issued 
will be ordinary life and other forms 
with a higher premium per $1,000. The 
family income and mortgage riders can- 
not be attached and the policies will not 
include the extended term insurance 
benefit. 





Security Mutual, N. Y., Again 
Increases Dividend Scale 


For the third time in 10 years, Secur- 
ity Mutual Life of New York is increas- 








HOME OFFICE UNDERWRITER WANTED 


Young progressive Life Company doing 
business in Central States has real op- 
portunity for Home Office Underwriter to 
assume full responsibility with H. A. ex- 
perience preferred, but not necessary: 
Write Box B-32, The National Underwriter. 
175 W. Jackson Blvd., Chicago 4, Illinois. 
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ing the scale of dividends payable to pol- 
icyholders on anniversaries falling due 
after May 1. The scale adopted in 1935 
was containued through 1940. There 
was an increase in 1941, and 1942 and 
1943 were the same as 1941. Then the 
dividends for 1944 were increased, and 
again for 1945. 

A new premium rate schedule was put 
into effect in September, 1942, and the 
dividends shown below are applicable to 
those present premiums based on the 
American experience 3% table, New Jer- 
sey standard, Illustrative dividends on 
the new basis are: 


Special Ordinary Lite 


Total 

Dividends End of Year for 20 

Age Prem. 3 5 10 20 Years 
20 $15.72 $2.39 $2.43 $2.51 $ 2.70 $ 45.66 
25 17.79 47 2.51 2.59 2.80 47.23 
30 «20.41 2.52 2.57 2.67 2.89 48.61 
ws 33.86 2.68 23.73 32.84 3.09 51.74 
40 28.44 2.96 3.02 3.14 3.45 57.31 
45 34.97 3.70" 3.77 3.93 4.31 71.65 
0 43.47 4.34 4.42 4.62 5.12 84.48 
55 54.60 4.68 4.79 5.04 5.72 92.66 





















LIFE INSURANCE EDITION 21 
Whole Life Paid Up at 80 juvenile endowment at 65 and juvenile 
Total Mag > appa — 18. i 
Dividends End of Year for 20 “The revised rates place all partici- e e ° 
Age Prem. 3 5 10 20 Years pating policies on a 24% reserve ba- Hospitalization 
20 $17.43 $3.66 $3.71 $3.80 $ 3. 98 $ 72.48 sis, bringing them into line with the Expenses paid in any 
25 19.58 3.72 3.79 3.8 74.19 participating income endowments and hospital anywhere — 
35 36 OB 388 168 435 429 $166 elective annuities which have been is- for self and family. 
40 31.03 4.23 4.39 4.64 5.24 89.40 sued o the 212% basis Ber wa 1, 
4 37.6 4.54 4.76 5.11 5.96 8.93 1944, Oo in olicies continue 
50 16.83 4.89 5.17 5.63 6.74 109.29 regs ee 3% basis. 
55 58.87 5.23 5.58 6.15 7.52 119.74 Ps 
60 76.04 5.53 5.93 6.59 8.11 128.28 Option on 214% Basis ikea os 
20 Payment Endowment at Age 75 “The life income settlement option 
=» 45 4 et ee Pr yt: st. ~ has now been placed on a 242% inter- 
30 6-34.08 3:33 3:44 3:60 3:98 69.19 est basis on all forms, along with the ) Liberal cash 
35 38.21 3.65 3.82 4.09 4.72 78.95 other settlement options. iberal cash payments up 
400 43.47 4.05 4.31 4.72 5.67 91.55 “Dividend illustrations on participat- to $175.00. it a of 
Bb ts . eae or ry oa 13° ing policies, which no longer contain pases sky Asa or your 
sii: Sieieip tamiilaainaaaiitees the special 20th year dividend, show y- 
30 (40.06 S58 808 Roe 48R vase substantial increases for the early years. 
25 4821 3:56 3:69 3:90 437 7503 Lhese are of course coupled with larger ) 
3 48.90 3.58 3.73 3.94 ‘42 75.72 cash Mg aang from the change 
35 50.22 3.72 3.91 4.17 4.78 80.44 to a 214% reserve basis. 7 
i) S40 8 a7 dak G20 test tne guaranteed minimum rate of in Doctor’s Bills 
0 ~=—«461.60 4.94 5.37 6.08 7.71 118.30 terest for dividend accumulations is Pais t Ils in his office 
55 «6-70.04 (5.45 6.01 6.91 9.00 135.62 214%. Present intent is that the com- he ot aL ‘ag nae om Pt 
82.74 5.94 6.60 7.69 10.19 15117 pany will allow 314% interest on divi- capetnt or your Reuse; tae 





Northwestern National Revised 
Rates, Dividends Shown 





Northwestern National Life has re- 
vised its premium rates and dividends, 
cash values and settlement options. The 
new figures are shown in pages from 
the 1945 “Little Gem Life Chart” which 


are reproduced on this and the follow-- 


ing page. 

The company’s announcement was: 

“A general adjustment was made in 
premium rates, cash values, and settle- 
ment options reflecting the continued 
trend toward lower interest earnings 
and improving longevity. 

“Addition of 13 new policies and a 


insurance rider running for 10, 15, or 
20 years which may be added to any of 
the company’s regular policies. Added 
to the participating line are the life paid 
up at 80 (replacing endowment at 85), 
life paid up at 60, 20-pay life, juvenile 
20-pay life, and juvenile endowment at 
65. 


New Endowments, Life Forms 


“Rounding out the non-participating 
line and offsetting discontinuance of 
guaranteed premium reduction policies, 
are the 30 year endowment, 15 year en- 
dowment, endowment at 60, life paid up 


dend accumulations. 

“Several nonparticipating policies with 
a low investment element show no in- 
crease in premium rates; other nonpar 
policies show some increase in premium. 
The nonpar whole life policy shows at 
the higher ages a small increase in cash 
values between the 10th and 20th pol- 
icy years, coupled with a slight decrease 
in premium rates.” 

There have been some adjustments 
of nonpar rates. The standard annui- 
tant’s table is used for annuities, set 
back one year for males and six years 
for females. 


Wisconsin National Adds 
to Line of Term Policies 


Wisconsin National has added to its 
line of term insurance a 15 year con- 
tract, written ages 15 through 50; a 20 
























































brand new feature, an additional term at 65, 30 payment life, 15-payment life, year, ages 15 through 45, and a supple- 
e e . . 
Northwestern National, Minn. 379 | 380 Northwestern National, Minn. 
PREMIUM RATES PER $1,000 (Participating) Amer. Exp. 244% | PREMIUM RATES PER $1,000 (Non-Participating) Amer. Exp. 3% 
t t (c) t - 
Life Life En- 20 In- In- ‘am- b Dou- Life * t t (a) 
Whole Paid- _ 20 30 Paid- dow- Year come come (a) (b) ily | Whole ble 20 30 Paid- 23 End. Inc. Inc. Term  (b) (b) 
lie Up Pay- Pay- Up ment Age En- End. End 5 10 Ine. Life Prot. Pay- Pay- Up Year Age at End. End. to 5 10 
Pref. at ment ment at Age dow- at at Year Year 20 to ment ment at En- Age at at Age Year Year 
Risk 80 Life Life 65 65 ment Age Age Term Term Yea Age Life Life 65 dow- 65 60 65 70 Term Term 
60 65 Rider 65 ment 
14.64 15.84 25.62 20. 16.39 17.90 10 cone voce ose 
16.30 17.53 27. 22.26 18.29 20.10 15 ese 2 se wad 
18.19 19.45 30.27 24.11 20.51 22.73 20 5.36 7.85 7.90 
18.61 19.86 30.74 24.49 21.01 23.30 21 5.40 7.86 7.93 
19.02 20.30 31.22 24.87 21.51 23.92 22 5.45 7.87 7.97 
1945 20.74 31.71 25.27 22.03 24. 23 5.50 7.89 8.01 
19.91 21.20 32.21 25.67 22.61 25.22 24 5.56 7.91 8.06 
20,39 + 21.69 32.72 26.09 23.19 25.92 25 5.64 7.96 8.14 
%.88 22.19 33.25 26.53 23.81 26.67 26 5.74 8.03 8.25 
21.39 22.73 33.79 26.97 24.47 27.46 27 5.86 8.10 8.38 
21.94 23.29 34.35 27.45 25.17 28.30 28 6.01 8.18 8.52 
22.51 23.87 34.94 27.94 25.91 29.18 29 6.20 8.27 8.68 
B13 24, 35.54 28.47 26.70 30.13 30 6.43 .03 29. x 13.93 »2e a . ‘ y 8.36 8.85 
3.77 25.15 36.18 29.02 27.53 31.14 31 6.69 5 2 le ¥ 3. 5 5 ‘ 5 8.46 9.02 
445 25.85 36.85 29.59 28.43 32.22 32 6.98 .1 : 32. . 5 . : . 12 8.57 9.19 
%15 26.58 37.53 30.21 29.39 33.37 33 7.31 . : . 50 - . . Le Be 8.69 9.37 
%.91 27.37 38.25 30.85 30.42 34.61 34 7.69 . . 33. . . . }- . 5 8.83 9.57 
%.71 28.18 38, 31.53 31.53 35.93 35 8.12 a a - | . : . a 5 8.97 9.81 
7.54 29.06 39.78 32.24 32.71 37.36 36 8.61] 22.99 34. . : . . 2.5 . : 9.16 10.11 
%43 29.98 40.59 33.01 33.98 38.88 37 9.18 84 x 35. fs \ 3.93 95 ‘ s 9.40 10.46 
29.37 30.95 41.45 33.81 35. .53 38 9.83 le . 3 ‘ ; 0 69. 3a . 9.68 10.87 
90.35 31.98 42.34 34.65 36.81 42.31 39 10.55| 25.65 37.74 37.40 29.58 31.81 41 39 37.23 74.16 51.82 18.85 10.00 11.35 
3141 33.06 43.27 35.55 38.40 44.23 40 11.34] 26.63 38.89 38.31 30.46 33.35 42.40 40 39.09 78.80 , 19.54 10.38 11.88 
32.50 34.22 44.24 36.50 40.11 46.31 41 12.20| 27.65 40.08 39.24 31.37 35.04 42.89 41 41.14 83.32 57.47 20.27 10.84 12.47 
33.67 35.44 45.26 37.51 41.97 48.57 4: 13.13| 28.73 41.31 40.19 32.31 36.85 43.38 42 43.38 89.05 60.72 21.02 11.37 13.12 
34.90 36.73 46.32 38.58 43. 51.03 43 14.12| 29.87 42.60 41.20 33.28 38.81 43.93 43 45.77 95.29 64.26 21.80 11.97 13.83 
36.19 38.09 47.44 9.71 46.19 53.73 44 15.16} 31.08 43.97 42.24 34.29 40.97 44.54 44 48.35 102,27 68.13 22.62 12.62 4.63 
87.58 39.54 48.61 40.93 48.61 56.69 45 16.24} 32.34 45.40 43.31 35.35 43.31 45.15 45 51.15 110.21 72.39 23.47 13.36 15.53 
39.02 41.09 49.84 42.21 51.26 59.94 46 ..-.| 33.67 46.93 44.45 36.52 45.90 45.78 46 653. 19.06 76.47 24.36 14.15 16.59 
40.56 42.71 51.13 43.58 54.17 63.54 47 35.06 48.56 45.64 37.77 48.78 46.43 47 57.02 130.18 81.68 25.31 15.01 17.69 
4218 44.45 52.49 45.03 57.42 67.55 48 36.52 50.25 46.92 39.11 51.97 -»» 48 60.69 142.19 87.20 26.33 15.96 18.85 
$3.90 46.29 -53.93 46.58 61.03 72.03 49 38.07 51.99 48.27 40.54 55.56 49 65.04 15%.23 93.61 27.41 17.01 20.13 
43.71 48.24 55.44 48.24 65.07 77.09 50 39.70 53.76 49.70 42.08 59.59 70.02 175.26 100.98 28.56 18.15 21.53 
47.63 50.32 57.04 50.02 69.66 82.83 51 . . . 3. . 73 ee. 109.5 . 9. -08 
49.67 52. 58.74 51.92 74.89 89.41 52 
51.82 54, 60.55 53.94 80.9; 97.03 53 
54.10 57.43 62.46 56.08 87.97 105.98 54 
56.51 60.13 64.49 58.3 96.32 116.62 55 
59.07 63.02 66.65 Pe a ae 
61.79 66.11 68.96 57 
4.67 69.44 71.43 58 
87.73 73.02 74.07 59 
70.98 76.88 76.88 60 
13.35 .... 24.12 18.60 14.92 39.66 15 16.74 27.18 21.72 ........ .... 
- RATES WITH DISABILITY (Waiver of Premium) (Males) 14.94 24.96 26.22 20.23 16.92 39.79 20 19.16 32.15 25.24 11.95 824 8.29 
.68 17.03 28.18 22. e7 20.52 1551.06 a1. 7 FACTS 3 60 22.14 19.48 40. 22.26 38.65 29.77 13.25 845 8.63 
21.00 22°33 3516 Sny San ame oe orO8 18S 26.05 iy 1303 Ba0| 1967 30.38 31.42 24.50 2287 40.53 30 2633 £7.69 35.73 1504 9.00 949 
21.75 29.26 39:77 3254 32:54 37:08 “40 67: 1296 1446 834| 2305 34.73 34.82 27.50 27.50 41.57 35 32.04 60.63 44.11 17.33 9.83 10.67 
4 41.63 50.62 43.02 50.62 59.04 45 59.04 122.50 81.98 17.98 20.36 16.82] 27.84 40.30 39.38 31-71 34.56 43. 3 Ss aeine ae an ite ae 
. 51.3 2 x +2 b A é )e 15.1 17. 
O _55.65 51.20 68.13; 80.71 CSE SUES TEES See ate ~| 42.26 56.28 52.49 44.74 62.39 50 73.31 180.55 105.72 31.12 20.71 24.09 
RATES WITH DISABILITY (Waiver of Premium and $5 Monthly Income) (Males) | _53.31_66.49 62.10 55.22 96.28 55_ 114.35 --_167.03 39.28 29.60 34.70 
a2 22.03 33.31 26.70 23.07 25.24 20 52.84 39.15 31.86 
= 24.60 35.95 28.90 26.09 28.74 25 53.26 46.24 36.88 RATES WITH DISABILITY (Waiver of Premium and $5 Monthly Income) (Male) 
os = 4 ea 4 35. i 35.41 39.71 4 55.43 ionae rape 
* 4 54.53 62.48 4! 62.48 126. 59 
53,06 16.98 28.70 28.90 22.44 18.98 41.15 20 21.11 34.08 27.22 13.99 
ED 55.72 72.92 84.85 68.70 197.08 118.83 19.22 31.54 31.38 2445 21.76 41.54 25 2439 40.75 31.94 15.50 
{Mi annual rate 52% of annual; quarterly, 26.5% 22.15 35.05 34.26 27.07 25.39 42.32 30 28.67 50.01 38.12 17.52 
isi inimum policy $5,000. 25.82 40.06 37.72 30.35 30.35 43.84 35 34.63 46.77 20.10 
$3.89 ,000 Insurance or cash value if greater. At maturity, $10 (Female Age 60, $8.92; Age 65,| 30.99 46.51 42.78 34.92 37.83 46.66 40 43. 84.04 59.51 23.90 
$1,587 monthly life income, 120 months certain. Maturity cash values, Age 60, $1,784; Age 65,| 37.75 54.71 48.98 40.87 48.98 50.67 45 56.68 117.23 78.95 28.88 
(@) Non. R bi sens 46.63 65.44 57.02 49.14 67.13 .... 50 77.38 185.70 110,08 35.49 
(b) Convertibie je; convestibte any time. ‘ tProvides $2,000 to age 65; $1,000 thereafter. 
eu Up at 80, me a — to age 60. At 60 renewable only to Whole Life sane oe 20th year Saate to Ord. or 20 Pay. Life at ry; rates oe ry my 
CG) ides $1 insurance or cash value if greater. t maturity, $1 ‘emale $8.9: ge 
then payable. ee ee mage pomuacl to end of 20 years from date of issue; face amount $8.89) monthly life income, 120 months certain. Maturity cash values: Age 60, $1,784; Age 
te Participating and Non-Participating Dolicies from $1.000 upward; reinsuring pla beg hy to any Non-Par. Life or Endowment up to 5 years before expiring. 
10 Year Ter — reinsurance. Ages 0-66. lon-Medical: $5,000; ages 0-40; all but 5 an (b) 5 Year convertible within 5 years; 10 Year within 8 years. 


XUM 














_ any member of your family. 


Family Expenses 


Pays monthly disability in- 
come, family readjustment 
income, and for retirement. 


College Expenses 

Pays tuition for 4 college 
‘> years, monthly expenses, 
and cash for graduation. 


BMA. Y\AN 


EXCLU SIV EB 


All these liberalized benefits — in- 
cluding income to dependents in case 
of death from any cause—are pro- 
vided for by one convenient monthly 
savings. Send for full information. 


Monthly savings op- 


“Symbol of tional, from $5 to $25 
Complese | and up, depending on 
Protection 


benefits you need. 





Businxess Men’s Assurance Ca 
HOME OFFICE, KANSAS CITY 10, MO. 
Offices in More Than 40 Major Cities 


Reproduced here is one of 
the series of advertisements 
youll see during 1945 in 
TIME, NEWSWEEK, THE 
UNITED STATES NEWS, 
4MERICAN and PAR- 
ENTS’ MAGAZINE. 
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mentary term to 65 written ages 46 
through 64. Premium rates per $1,000 
are shown below. 


New Advance Premium Rules 


Rules governing advance payment of 
premiums have been revised. Five years’ 
premiums, discounted at 1% compound 
interest now are acceptable but cannot 
be withdrawn except on surrender of 
policy. Fourteen additional premiums 
may be paid in advance but may be dis- 
counted only for five years at 1%. 





15 20 15 20 Term 

Trev =e Ree Yr. to 
Term Term Term Term Age 

Age $ $ Age $ $ 65 
15 9.20 9.36 40° 14.23 4688 ..<.. 
16 9.26 9.42 41 14.84 16.90 pela 
a7 9.32 9.50 42 15.54 17.80 wee 
18 9.40 9.59 43 16.31 18.80 hice 
19 9.47 9.67 44 17.17 19.92 Pe ee 
20 9.54 9.77 45 18.14 21.16 ates 
2 9.62 9.88 46 19.22 ee) Bs | 
22 9.72 9.98 47 20.42 22.50 
23 9.82 10.10 48 21.76 23.24 
24 9.92 10.25 49 23.23 24.02 
25 10.04 10.39 50 24.86 24.86 
26 10.16 10.55 51 -oee 25.75 
27 10.30 10.73 52 26.69 
28 10.45 10.92 53 27.67 
29 10.62 11.14 54 28.73 
30 10.80 11.38 55 29.88 
31 10.99 11.65 56 31.01 
32 11.21 11.95 57 32.24 
33 11.46 12.29 58 33.55 
34 11.72 12.66 59 34.93 
35 12.04 .09 60 37.17 
36 12.37 13.56 61 38.74 
37 12.76 14.09 BB case o0.che, ED T 
38 13.20 14.69 BB, 2s 60:3 cae. aed 
BU TERS ARB OCR kt uk lee BO 

Continental Assurance Pays 


Lower Income on Annuities 


Incomes payable under single pre- 
mium immediate annuities in Continen- 
tal Assurance now are on a lower scale 
than in force for several years. The an- 
nual income purchased by $1,000 on a 
straight life annuity is from $1.70 to 
$2.25 lower and on the refund basis the 
difference is $1.80 to $4.74. The table 
below shows the purchase price of a 
monthly income of $10 and the annual 





and monthly incomes payable for each 
$1,000 of single premium. 


Life Ann, Inst. Ref. Ann, 
Purch, Purch, 

Price Price 

$10 Ine, Purch. $10 Ine. Purch. 

Mo. by $1,000 Mo. by $1,000 
Age Inc. Ann. Mo. Ine, Ann. Mo. 
M-F $ $ $ $ $ $ 
20-25 3,831.60 31.81 2.61 3,930.00 31.00 2.54 
25-30 3,631.44 33.69 2.75 3,761.92 32.49 2.67 
30-35 3,411.24 35.79 2.93 3,561.48 34.26 2.81 
35-40 3,173.28 38.53 3.15 3,359.88 36.35 2.98 
40-45 2,920.56 41.93 3.42 3,148.80 38.83 3.18 
41-46 2,868.48 42.71 3.49 3,105.60 39.39 3.22 
4247 2,815.92 43.52 3.55 3,061.92 39.96 3.27 
43-48 2,762.88 44.38 3.62 3,018.12 40.55 3.31 
44-49 2,709.48 45.27 3.69 2,974.08 41.16 3.36 
45-50 2,655.72 46.21 3.77 2,929.56 41.80 3.41 
46-51 2,601.60 47.19 3.84 2,885.04 42.46 3.47 
47-52 2,547.12 48.23 3.93 2,840.16 43,14 3.52 
48-53 2,492.28 49.31 4.01 2,795.16 43.85 3.58 
49-54 2,437.32 60.45 4.10 2,749.92 44.59 3.64 
50-55 2,382.00 61.65 4.20 2,704.32 45.36 3.70 
51-56 2,326.56 52.92 4.30 2,658.84 46.15 3.76 
52-57 2,271.00 54.24 4.40 2,613.12 46.98 3.83 
63-58 2,215.32 55.65 4.51 2,567.16 47.84 3.90 
54-59 2,159.64 57.12 4.63 2,521.44 48.73 3.97 
55-60 2,103.84 58.68 4.75 2,475.24 49.66 4.04 
56-61 2,048.16 60.32 4.88 2,429.28 50.62 4.12 
57-62 1,992.48 62.06 5.02 2,383.32 61.62 4.20 
58-63 1,937.04 63.89 5.16 2,336.88 52.68 4.28 
59-64 1,881.60 65.83 5.31 2,291.16 53.75 4.36 
60-65 1,826.52 67.88 5.47 2,245.08 54.89 4.45 
61-66 1,771.68 70.06 5.64 2,199.12 56.07 4.55 
62-67 1,717.20 72.36 6.82 2,153.40 57.29 4.64 
63-68 1,663.08 74.80 6.01 2,107.44 58.58 4.75 
64-69 1,609.44 77.39 6.21 2,062.20 59.90 4.85 
65-70 1,556.16 80.14 6.43 2,016.72 61.29 4.96 
70-75 1,299.00 96.76 7.70 1,793.64 69.17 5.58 
75-80 1,061.16 119.72 9.42 1,579.20 78.93 6.33 
80-85 847.44 152.16 11.80 1,376.52 91.07 7.26 
85 661.56 199.08 15.12 106.00 8.40 


1,190.88 106. 


$22 Million Increase 


THe NATIONAL UNDERWRITER regrets 
that in the edition of March 23 the in- 
surance in force figures for Interstate 
Life & Accident were incorrectly given 
in the exhibit on Page 11, “Figures from 
Dec. 31, 1944 Life Statements.” The 
insurance in force of Interstate L. & A. 
is $116,162,510 instead of the figure that 
was shown and there was a gain of in- 
surance in force for the year of about 
$22 million. 


LEGAL RESERVE FRATERNALS 





Mass. Legislators 
Consider Fraternal 


Restrictions 


BOSTON—Joint hearing on a dozen 
bills to govern the fraternal insurance 
business in Massachusetts was held by 
the senate and house insurance commit- 
tees. Commissioner Harrington and 
Foster F. Farrell, manager National Fra- 
ternal Congress, Chicago, contributed 
their views. The bills were recom- 
mended by a special commission ap- 
pointed by the 1943 general court which 
had been studying the state’s fraternal 
laws. 

Harrington voiced disapproval of 
seven bills. He criticised some frater- 
nals for tapping mortuary funds in the 
face of descreasing membership, and for 
greatly increasing salaries and expenses 
at the same time. He said one fraternal 
spent $50,000 on a membership drive but 
lost 8,000 members that year and 11,000 
more the next year. He castigated the 
societies generally in his opening re- 
marks but later explained he did not 
mean to file a blanket indictment but 
many of his remarks were relative to 
Massachusetts fraternals. “We have in- 
solvent fraternals here in Massachusetts 
today and can’t do anything about it,” 
he said. 


Favors Several Controls 


He favored a provision that mortuary 
and disability funds could not be raided, 
which was recommended by the com- 
mission in its report; a provision that 
vouchers for disbursements of $15 or 
more be required as in other lines of in- 
surance; another provision stipulating 
























































































































































































































Northwestern National, Minn. 381 | 382 Northwestern National, Minn. 
1945 DIVIDEND SCHEDULE |, gp WHOLE LIFE PREFERRED RISK—2%4% |1945 DIVIDENDS—Based on Premiums effective April 1, 1945—2%4%. 
- oo = . 8 ae “- — a a Whole Life Paid-Up At Age 80 | ‘20 ‘Year Endowment 
Premium 18.19 20.39 23.13 26.71 31.41 37.58 45.71 56.51 70.98 | AES. a a ae ee ee ee ee ee 
ae ee Ak Ey: eaten P : 21.69 28.18 33.06 39.54 60.13] 51.13 52.35 56.69 68.07 
3 463 486 5.03 530 5.60 608 6.83 808 940) % 3% fh $2 fe Ge Se os Se 8G 
4 47 494 514 5.38 5.72 623 7.10 833 960} 6 $ i> ee a Be ae Be ee 
5 4:79 5.01 525 547 587 639 7:37 858 9.79] ~ 4 > beh te ch tol om au Se CUS 
6 487 5.07 537 5.57 600 652 762 882 995) S ° ; SL Se ; cm OG 129 8.97 
4 ios 44 543 bes 615 «676 «T6904 10.06] © 10 5.62 6.06 658 895| 661 682 7:38 9.22 
8 501 521 550 5.80 627 699 B11 922 1015) 3 | = to 2. 2s Se 62 704 7688.45 
¢ 5.08 5.30 557 591 641 7.23 832 939 1021} g = th ttt fn 05 7.28 7.97 9.63 
10 513 5.42 565 (6.06 «66.55 «746 «6855 «(955 (1024) 5 | a ts th cs te 300 751 8.25 9.82 
Hf [> =o te Geae te ta bn Ruls ? 6623 «674 «6776 «881 «Tel OOD OTB aba 
3 + 7 RS 2 > 62 635 6.96 7.98 9.93 04 «8.25 «9.03 10.21 
HOGS Se RB GR it ie ig te ele ho Ge Ge ie ge Be Ge fe ke Be 
* J. . . “ eS . . . x ‘ e ¥ ¢ ¥ n “4 
16 5.64 5.87 631 6.79 7.74 869 951 993 11983] > } 3 G7 760) 8.58 10.07] = 8.79 8.98 §=—9.67 10.38 
H o$8 Ge Ge ie Th Ge $e ae uel # Ge Ge I ET Be) Ge be ie Be 
19 580 618 666 738 83) 815 870 los i2es| 3 4 6.12 7:26 820 9.07 10.62) 9.62 74 1013 10-69 
52 £9 Se eo tel eS 6.35 764 8.56 9:33 11.06| 10.18 10-21 1033 _10.62 
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conditions for providing hospitalization 
and medical service by fraternals, and 
also elimination of the requirement of 
medical examination of children by the 
societies. 

He made it clear he was not against 
fraternals as such, for they are of great 
benefit and have their place, but he was 
strongly opposed to raiding funds col- 
lected for the benefit of beneficiaries, He 
said necessary expenses must be met, 
but these should be paid out of assess- 
ments designated for the specific pur- 
pose and not taken from other funds col- 
lected for paying benefits to widows and 
orphans. 


Farrell Presents Stand 


Harrington and Mr. Farrell disagreed 
on a provision to permit fraternals to 
waive mortuary assessments and return 
surplus to contributors upon reaching a 
designated statutory excess of 110% as- 
sets over liabilities. This provision calls 
for a certification of the ratio by a 
“recognized actuary.” Mr. Farrell asked 
why this should not be changed to “ac- 
credited” actuary. Mr. Harrington said 
many accredited actuaries were not fa- 
miliar with insurance matters and he 
quoted the report of one which not long 
ago stated a Massachusetts company 
was solvent by a margin of $1 million 
when, he said, it actually was insolvent 
by $2 million. 

Mr. Farrell asked that the Massachu- 
setts legislation be postponed in view of 
the fact a uniform fraternal code is in 
the hands of the National Association 
of Insurance Commissioners. He ad- 
mitted it had been before this organiza- 
tion for five years but said it was highly 
desirable to wait for a uniform law 
country-wide. Harrington, however, said 
the commissioners were no nearer a 
solution than before and it might be a 
long time before they could agree upon 
a code acceptable to all concerned. He 
said only a small percentage of frater- 
nals operating nationally had supplied 
the commissioners with statistics and 
that 26 important changes have been 
proposed for the uniform code. 


Approves Another Provision 


One of the bills recommended by the 
commission provides that any society 
which shall waive any mortuary con- 
tribution on or after Jan. 1, 1948, shall 
not call any additional expense assess- 
ment during the period commencing 
three months prior and ending three 
months subsequent to the due date of 
the contribution waived. The commis- 
sion feels this would prevent the sub- 
terfuge of substituting expense calls 
for the regular mortuary assessment 
and Harrington favored this measure. 

There seems a possibility that some 
of the bills will be passed and Massa- 
chusetts will not wait for the commis- 
sioners to approve a final ‘draft of a uni- 
form fraternal code. 


Catholic Family Protective Setup 


Catholic Family Protective Life o 
Milwaukee is now issuing two policies 
to protect against expenses caused by 
illness or accident. The “income pro 
tector” disability policy pays for 36 
weeks for accident total disability for 
“his occupation,” with one-half partial 
for 13 weeks; 26 weeks for confining 
illness and one-half non-confining for 2 
weeks, The annual premium for each 
$10 weekly and $1,000 principal sum % 


The “family security” policy, covering 
the father, mother and dependent chil- 
dren under 18, provides $3.50 per day 
hospital for 30 days, with $10 operating 
room, $7.50 ambulance, $5 each fot 
anesthesia, x-ray, laboratory or dress 
ings. For childbirth or pregnancy, % 
per day for 10 days is provided aiftet 
one year. In case of a multiple birth, 
the rate is doubled. Operations art 
covered according to. schedule from % 
to $75, to a maximum of $100 per yeal 
for the entire family. Doctor’s calls att 
paid for at the rate of $1.50 up to $50 
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The annual premium for one person is 
$24 and for husband and wife $35, with 
$5 additional for each child up to five. 





Commissioner Before Congress 


Commissioner Seth B. Thompson of 
Oregon and H. S. Hudson, supreme 
trustee of Maccabees, addressed the 
Oregon State Fraternal Congress at a 
meeting in Portland. 


Fraternal Bill in N. H. 


The uniform code with reference to 
fraternals has been introduced in the 
New Hampshire legislature under the 
auspices of the New England Fraternal 
Congress and: has had one _ hearing. 
Some opposition has developed to the 
bill but it may pass. 





To Legalize Meeting Cancellation 


The committee on insurance of the 
Illinois house has recommended passage 
of a bill providing that meetings of the 
supreme governmental body and elec- 
tion of officers, representatives or dele- 
gates of fraternals which are required 
to be held as often as once in four years 
may be postponed under wartime gov- 
ernmental orders restricting the holding 
of meetings and travel. Such meeting 
or election must be held at least within 
12 months after the governmental order 
is withdrawn. The same bill is before 
the senate insurance committee. 





Francis P. Matthews of Omaha, head 
of Knights of Columbus, has been re- 
nominated for election as director of the 
U. S. Chamber of Commerce. 





Is Namell on Board 








MRS. MYRTLE I. GUNDERSON 


Mrs. Myrtle I. Gunderson of Lone 
Rock, Wis., has been named on the 
board of managers of Royal Neighbors; 
Rock Island, Ill. She succeeds Mrs. 
Laura Breda of Barron, Wis., who re- 
signed. Mrs. Gunderson has been a 
district deputy since 1930 and thus is an 


- experienced fraternal field woman. 
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Life Policy Estate Bulwark, 
Probate Referee Says 


The absence of cash in an estate may 
force a liquidation out of all propor- 
tion to the fair value of the assets, Da- 
vid J. A. Hayes, Chicago attorney and 
referee of the probate court of Cook 
county, declared in a talk at the Sat- 
urday Sales Forum sponsored by the 
Chicago Association of Life Under- 
writers. He told what a life agent should 
know about wills and estate problems. 

“As a matter of fact, as a direct result 
of recent tremendous changes relating to 
taxes on estates, both men and women 
of means should be advised of the vital 
necessity of coordinating their insurance 
program with the distribution of their 
estate after death, so that there will 
be sufficient cash available at the time 
of the death of the testator to take care 
of taxes, claims, and other items. that 
have to be paid in cash within the statu- 
tory period after the death of the de- 
cedent.” 


Tax Burden Very Heavy 


He pointed out that the federal es- 
tate and state inheritance taxes impose 
a heavy burden on the estate when a 
man dies and require a sufficient amount 
of cash. After a federal estate tax re- 
turn is filed the internal revenue bureau 
takes six to eight months to examine it 
and this work is most thorough. After 
the executor files his return he must 
wait until the taxing authorities are 
Teady to approve it, or worse yet, con- 
test it. 

“There are other taxes which the ex- 
ecutor must take care of,’ Mr. Hayes 
said. “There is the income tax for the 
Portion of the year lived through by the 
decedent. There is the estate income tax 
for the balance of the same year, and 
for the period of administration. There 
8 the personal property tax in many 
Cases which the executor must study 
and take care of. 
f these taxes—county, state and 
ederal—must be paid in cash. If you 
are short of cash, governmental bodies 


will not do you the favor of waiving 
cash and cheerfully accepting in pay- 
ment a portion of the decedent’s real 
estate. There is another point where in- 
surance can be of greatest assistance. 
Federal, state and county tax obliga- 
tions call for payment in cash, and insur- 
ance policies can furnish the cash. 


May Require Sacrificing Assets 


“Tf it should develop that the taxes 
and claims are greater than .the liquid 
assets of the estate it might be neces- 
sary to sell some of the other assets to 
pay claims. If certain stocks have to be 
sold at forced sale they may not bring 
a very good price. If the suburban home 
and the summer home have to be ap- 
praised and sold on short notice they 
may be liquidated at much less than the 
value you would consider fair. 

“The executor has no inherent au- 
thority to carry on indefinitely the de- 
cedent’s business. In some cases he 
must wind up the business immediately 
or sell it as soon as possible. In a few 
states laws have been passed permitting 
him to carry on the business for a lim- 
ited time until it can be sold or disposed 
of. Generally however if the will does 
not authorize the executor to carry on 
the business he has no authority to 
do so. 


Life Insurance Again the Answer 


“Death usually terminates a partner- 
ship so that the partner’s executor must 
require a reckoning and distribution of 
partnership accounts and assets. Of 
course you know, from your experience, 
that the disturbing effect of a man’s 
death on his business or partnership can 
often be adequately counteracted only by 
a wise placing of life insurance. 

“As a lawyer who has represented a 
good many executors faced with the 
problem of what to do with the de- 
ceased’s business, I can assure you that 
I am very thankful when a wise insur- 
ance plan has made it possible to solve 





such problems without the friction, loss 
and grief that generally attend them.” 

He pointed out that along with taxes 
the executor also must pay claims and 
court costs; his own fees must be deter- 
mined and paid. It generally is neces- 
sary for the executor to engage an at- 
torney. Then there is the question of 
contests and appeals which add delay 
and complications to settlement of an 
estate. Sometimes even the plainest 
clause of a will may be reinterpreted by 
courts. However, Mr. Hayes said, the 
greatest creator of litigation is the man 
who believes he has sufficiently mastered 
the technicalities of draftmanship and 
writes his own will. There are many 
pitfalls that may follow when a person 
fails to make a will or executes his with- 
out proper advice. 

It is essential that married persons 
making wills always make some provi- 
sion for children who may be born after 
the will is executed, for the probate 


act of Illinois stipulates that unless 
there is provision in a will for a child 
born after the will is made, or unless it 
appears from the will that it was the 
testator’s intention to disinherit the 
child, the child is entitled to receive the 
portion of the estate to which he would 
be entitled if the testator had died in- 
testate and all devises and legacies must 
be abated proportionately.. This pro- 
motes justice for the child but may work 
a real hardship on the widow as thus 
the widow would get only one-third of 
the estate and the child born perhaps 
several years after the will was made 
would receive two-thirds, which would 
have to be administered by the court 
until the child attained majority. 

Mr. Hayes said a national survey by 
about 200 of the country’s most experi- 
enced trust officers recently to deter- 
mine major defects found in wills 
showed that the most common fault was 
failure of testators to make periodic re- 
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Facts from 1944 Statement 


AES aie Miata» $ 63,420,543.44 Increase $ 2,684,329.01 
Insurance in Force........ 247,560,900.00 Increase 1 1,663,670.00 
Premium Income ........ 8,116,841.76 Increase 1,126,537.56 
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vision of their will; the wills were far 
from up to date and failed to provide 
for changed family and economic con- 
| ditions. Mr. Hayes urged all the life 
men to recommend strongly to their 
prospects and clients that they execute 
wills at once and keep them up to date 
as Cook county probate court records 
show a surprisingly large percentage of 
estates passing through the court are 
intestate. 

More than $1 million rightfully be- 
longing to unknown heirs of persons 
who died intestate have been paid into 
the Cook county treasury in the last 20 
years as under the law this money 
escheats to the county where it re- 
mains unclaimed by missing heirs for 
more than seven years. Complete re- 
version of an estate to the county is the 
extreme example of what happens when 
there is no will, he said, yet in Illinois 
the laws of descent which control the 
division of property when a person dies 
intestate frequently work hardships al- 
most as severe. 


Urges Employing Lawyer 


There are many things people should 
know about the law of wills which indi- 
cate the necessity of employing a good 
lawyer in executing a will. For in- 
stance the will executed prior to a per- 
son’s marriage is revoked by the mar- 
riage. A last will and testament to be 
valid must among other things be in 
writing, signed or acknowledged by at 
least two persons. Any beneficiary of 
the will who signs as a witness in cer- 
tain instances will lose his or her inheri- 
tance. A testator must be at least 18 
years of age, where formerly the provi- 
sion was 18 for female and 21 for male, 
and must be of sound mind and memory 
and not under any undue influence. Even 
then a surviving spouse may if he or 
she chooses renounce the last will and 
testament providing it is done within 
10 months from its admission to pro- 
bate, and interested person may contest 
the validity of the will within nine 
months after admission to probate. A 
well drafted will generally gives the ex- 
ecutor express authority to sell real 
estate if an opportunity arises, but 
without that express authority serious 
complications often arise. 


Widow Also Needs Cash 


Another need for cash after the tes- 
tator’s death occurs is the case of the 
widow and children. The widow may 
have only a small bank account and may 
have been accustomed to receiving a 
check from her husband on the first of 
each month. This check will not come 
unless he has arranged for it through 
his insurance. The agent can do a good 
job in appraising the situation while the 
man is alive, determining how much for 
temporary support will be needed during 
the nine month period of probate and 
making this possible through life in- 
surance, 
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Lt. Col. Marion T. Watson, com- 
mander of the 999th field artillery bat- 
talion with the seventh army in France, 
has been awarded the Bronze Star. 
Prior to going into the service, Col. 
Watson was assistant general agent for 
Massachusetts Mutual Life at Toledo. 

Preston B. Hogue, Penn Mutual, San 
Diego, was rescued by the Russian 
army from Olag Prison Camp 64 in Po- 
land. He is now in Moscow,.on his 
way home through Odessa. He was a 
first lieutenant in the First Rangers 
Battalion, and was captured by the 
Germans at Anzio beachhead. His fam- 
ily states that the prison camp in which 
he was held had received no food from 
the Germans since October, 1944, and 
had been fed almost exclusively by 
American Red Cross prisoner packages. 

The Presidential citation for out- 
standing performance of duty has been 
awarded to a squadron of U. S. troop 
carrier forces which has taken part in 
three major Allied invasions of the Eu- 
ropean continent. A member of this 





Stever Heads 
Combined Agency 


LOS ANGELES—The Alex A. De- 
war agency of Equitable Society has 
been consolidated 
with the Ron Ste- 
ver agency. Mr. 
Dewar is retiring. 
He has been with 
Equitable since 
1917, and has been 
manager here since 
1931. He is a past 
president of the 
Los Angeles Life 
Underwriters Asso- 
ciation. 

The combined 
units will operate 
25 2a g@emeral 
agency and Mr. 
Stever has associated with him as a 
partner Arthur P. Carroll, who comes 
from the home office. Mr. Carroll went 
with Equitable in the Prosser & Ho- 
mans agency in 1930. In 1932 he be- 
came group superintendent and in 1933 
assistant manager. In 1937 he went 
with the home office and served as liai- 
son officer between the president’s office 
and the agency department. As assist- 
ant secretary he served as secretary of 
the agency committee of the directors. 
While operating as liaison officer he vis- 
i practically every agency. 

Mr. Stever entered the business with 
Equitable in 1932 and was appointed a 
general agent in 1943. He is a C.L.U. 
and in 1943 was chairman of the Mil- 
lion Dollar Round Table. He has been 
a qualifying member of the round table 
10 consecutive years. In 1940 he was 
selected to receive the honor agent 
award by Equitable. He is a director 
of First Trust & Savings Bank of Pasa- 
dena, trustee of Scripps College, direc- 
tor of the San Marino branch of Ameri- 
can Red Cross, and past president of 
the Pasadena Community Chest. 

The consolidation took place at a 
luncheon. The home office was repre- 
sented by Second Vice-president Alvin 
B. Dalager. Others guests at the head 
table included General Agent Cecil 
Frankel and Agency Manager Kellogg 
Van Winkle of Los Angeles, and E. L 
Carson, Milwaukee manager who is va- 
cationing here. 

Mr. Dewar was presented with a wrist 
watch by the members of the agency, 
together with a scroll. 

The consolidated agency has seven 
members of the Million Dollar Round 
Table. In addition to Mr. Stever they 
are: George B. Byrnes, Martin I. Scott, 
Gerald W. Page, Marvin Sherman, 
Stanley Leeds and M. W. Kelso. 





Ron Stever 


Name Long Beach I Manager 


LOS ANGELES—Mrs. Connie Bene- 
dict has been appointed manager of the 
Long Beach office of H. G. Saul, Los 
Angeles agency of John sidan 


squadron is Capt. Robert P. Freeto, 
who is on military leave from the John 
Hancock home office, where he was 
personne] clerk in the agency depart- 
ment. 

Cabell M. Tabb, manager of the life 
and accident department of Tabb, 
Brockenbrough & Ragland agency, 
Richmond, has been promoted to lieu- 
tenant in the navy. He is a son of T. 
Garnett Tabb, senior member of the 
firm. 





Jerry DeAinza of the home office staff 
of Pacific Mutual Life who is a staff 
sergeant in the army air corps, has been 
awarded the air medal for meritorious 
achievement while participating in bom- 
bardment missions over Europe. He is 
a prisoner in Germany. 





Lt. Charles W. Finley is the first 
Southland Life employe to lose his life 
while in uniform. He was killed Feb. 
28, while with the second armored force 
in Germany. He had received several 
awards for meritorious achievement. 


Announce C.L.U. Society to 
Hire Executive Secretary 


LOS ANGELES—At a meeting of 
the Los Angeles C. L. U. chapter, Presj- 
dent Charles E. Cleeton, Occidental Life 
of California, announced that the Na- 
tional Society of C. L. U. has decided to 
employ a full-time executive secretary, 

F. Miles Flint, assistant trust officer 
Citizens National Trust & Savings 
Bank, talked on “Estate Planning.” He 
said trust officers of banks had been 
loath to talk about insurance in estate 
planning. He reviewed many estate 
problems which life insurance could 
help solve and said doctors and lawyers 
are the worst in planning their estates, 
which makes them good prospects for 
the life salesman. 





Robertson Elected Secretary 


LOS ANGELES — Pacific Mutual 
Life elected Lyman P. Robertsoa, for 
the past four years counsel, to the posi- 
tion of secretary. Mr. Robertson joined 
Pacific Mutual in 1933 after many years 
in private practice. 


Marks Joins Am. National 


The appointment of Robert L. Marks, 
Jr., as general agent for eastern Ken- 
tucky is announced by American Na- 
tional. Mr. Marks has represented Life 
& Casualty in Arkansas, Alabama and 
Kentucky since 1933 and for the past 
three years has been the leader of that 
company’s superintendents’ honor roll. 
His headquarters will be at Hazard. 





Langer to Confer on Bills 


WASHINGTON — Senator Langer, 
North Dakota, indicates he proposes to 
confer with insurance people about his 
bills, $.571 and 606. The latter would 
deny use of the mails to insurance com- 
panies in certain circumstances. 

S. 571, providing for issuance of an- 
nuity bonds and payment of annuities 
through the Treasury Department, is 
regarded in insurance circles as some- 
what similar to a proposal from Treas- 
ury people that when war bonds ma- 
ture they be converted into annuity 
plans. 





With the Unique Manual-Digest you 
“have the answers.” $6 from National 
Underwriter. 
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Strategically located right in the 
heart of the city’s business, shop- 
ping and entertainment district. 
700 rooms, each with radio, bath 
or shower. Service and food as 
faultless as wartime conditions will 
permit. Reservations well in ad- 
vance will enable us fo prepare 
for you—consequently, to serve 


you better. 







lp Baltimore Hotel 


BALTIMORE 3, MARYLAND 
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the right 


ormula 


Take a good company with 
adequate facilities . . . add 
an ambitious agent... and 
on have the formula for 
continuous growth. It is 
significant that Continenta! 
Assurance has grown each 
and every year since incep- 
tion... a record impossible 
of attainment without cor- 
responding growth on the 
part of individual Conti- 
nental field units. Our 


formula must be right. 


One of America’s Largest and Strongest 


Insurance Institutions 
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ASSURANCE COMPANY 


CHICAGO, ILLINOIS 


Affiliates: 
CONTINENTAL CASUALTY COMPANY 
TRANSPORTATION INSURANCE COMPANY 
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JUVENILE PROSPECTS 


from 1 Month to 14 Years 


The Guardian Life Announces 


A new series of contracts* without 
aviation or war restrictions. 


Endowments 


To Age 16, 17, 18, 19, 20 and 21 
And a 20-year Endowment 


20-Pay and 30-Pay Life 
Ordinary Life from Ages 5 to 14. 


All contracts available with Applicant’s 
Waiver of Premium at small additional 
cost. 


Full Face Amount of Policy Payable at 
Age 5 in event of death. 


For details consult the nearest Guardian 
Agency. 


*Exception: Not available in New York State. 


THE GUARDIAN LIFE 


INSURANCE COMPANY OF AMERICA 


HOME OFFICE: NEW YORK CITY 
A MUTUAL COMPANY ESTABLISHED 1860 


GUARDIAN OF AMERICAN FAMILIES FOR 85 YEARS 














First steps to take 
when discharged 


ISCHARGE from Service in no way 
affects your government insurance, 
except that premiums can no longer be 
deducted from your Service pay, and you 
must now pay them direct. 
Ordinarily, the premium for the month 
of discharge is deducted from your final 


eth 
pre 


pay settlement. Make a note of the date 
when the next premium is due (see your 
Form 53) and remember you must pay 
it within 31 days of that date. 


Make your check or money order pay- 
able to the Treasurer of the United States 
and mail it to the Collections Subdivision, 
Veterans’ Administration, Washington, 
D. C. Pay the premiums even though a 
premium notice does not reach you. It is 
most important to give your full name, 
birth date, present address, policy num- 
ber, and your Service serial number. 
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. Even now, service men 


anes 
ain welcome on 
Li ervice, 
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and women are being 
discharged at the rate 
of 70,000 a month, 


bor tunity to 


Life Insurance Companies in America 


and their agents 








